Corks 


All grades and sizes exclusively 
from Sociedade Industrial de 
Corticas/Portugal. Inventoried, 
processed, and packaged in 
Napa for prompt delivery. 


Capsules 


Lafitte can supply the following 
environmentally-sensitive 
-Capsules: 


Tin s+: Aluminum 
drawn/seamless capsules 
from Lafitte/France ina 
variety of sizes, excellent 
decoration capability, meeting 
environmental regulations. 


Aluminum Polylaminate 
produced in Napa in an 
assortment of stock colors 
compatible with standard 
glass neck finishes. 

NO machine alteration. 


Non-Metal 
_ Shrinkable Capsules 
formed in Napa from stock 
or custom colors in PET or 
PVC shrinkable film; 
flexible delivery and quantity. 
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Tel: (707) 258-CORK 
Fax: (707) 258-0558 
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Whole-cluster pressing 


Castoro Cellars (San Miguel, CA) has a 25,000-L 
Europress in which they can load 23 tons of whole- 
cluster Chardonnay (direct-to-press) and produce 
approximately 175 gallons/ton of juice with 
solids of 1.1% to 1.2% by wet weight. The Europress 
has pressure settings for membrane inflation 
from 0.2-bar to 1.7-bar. (1 bar = 14.7psi). 

Tom Myers, consulting enologist, employs an 
approximate 3-hour pressing program to produce 
high-quality juice. The program starts with four 
membrane inflations repeated at 0.2-bar, two in- 
flations at 0.4-bar, one inflation at 0.6-bar, 0.8-bar, 
1.1-bar, and three inflations at 1.4-bar, before 
emptying the basket. (The 1.7-bar pressure step is 
not used.) Drain time is four minutes per 0.2-bar 
inflation, seven minutes per 0.4-bar inflation, and 
12 minutes each for the last six inflations. The 
press basket is rotated only once between each 
0.2 and 0.4 inflations, and three times between 
remaining inflations. 

The 304-stainless steel hopper, to allow easy 
dumping of whole clusters direct-to-press, was 
designed/built by Process Engineers, Inc., 
Hayward, CA. Specifications are: 39 inches deep; 
13-ft, 6-inches long; 9-ft wide; bottom opening is 
56-inches X 18-inches; side slope is 35°; back slope 
is 60°; front slope is 28°. 

Chenin blanc and Sauvignon blanc grapes are 
also pressed whole-cluster at Castoro Cellars. Niels 
Udsen is co-owner, president, and winemaker of 
Castoro Cellars. a 
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The Best features of silicone in a 

very efficient form 

e Low efficient profile. 

Tight seal. 

e Moisture and chemical 
resistant. 

e FDA approved. 

e Will not affect flavor of sealed 
product. 

e Will function for years without 
material degradation, cracking or 
warping. 


For your nearest available dealer, contact: 


AgF 


CORPORATION 


1617 S. California, Monrovia, CA 91016 
(800) 669-0327 FAX (818) 303-6085 
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"ROOT LOUSE BLUES: 


Well, they sneak into my vineyards, 
And they burrow in the dirt. 

Yeah, they chow down on my rootstock, 
Lord, I’m gonna lose my shirt. 


I got the blues. 
Got the rotten root louse blues. 
Gotta find me a cure 

For this lowdown, lousy news. 


Well, they’re gnarlier than nematodes, 
And twice again as mean. 

They multiply like rabbits, 

And their appetite’s obscene. 


I got the blues. 

Got the rotten root louse blues. 
Gotta find me a cure 

For this no good, nasty news. 


You know I tried a lot of rootstock, 
But it didn’t turn out right. 

My grapes are in a pitiful plight. 

I got a lot of faith in science, 

But if that don’t win the fight, 

I’m gonna kill those micromites 
With my own bare hands tonight. 


Yeah, phylloxera’s bad business, 
There’s nothin’ worse, it’s true. 
I’d rather have Robert Parker 
Give my wine a 52. 


I got the blues. 

Got the rotten root louse blues. 
Gotta find me a cure 

For this down-and-dirty news. 


Well, some folks say, “Let’s nuke “em,” 
And some say, “Poison gas,” 

But I say let’s outsmart ‘em 

And then kick ‘em in the ass. 


I got the blues. 
Got the rotten root louse blues. 
Gotta find me a cure 


For those lowdown, lousy, 


No-good, nasty, 

Down-and-dirty, 

UC Davis, come and save us 

From those misbegotten, mighty rotten 
Root louse, 

I said rootstock, root louse blues. 


Music and lyrics copyright 1992 
by Steve Buehl and Private Reserve band 


PWV __ NOVEMBER / DECEMBER 1992 


Dear PWV 


#4 Dear PWV: 

Here's a sampling of responses I have re- 
ceived following the publication of “100 points 
are fine for dog races and math tests” in the 
March/April’92-PWVand “Blind men grop- 
ing at the elephant”, in the May/June’92-PWV. 

1) A wine store: “Look, who are these 
schmoes anyway? ... How could the Pope 
score a wine 97 and the Expectorant give 
the same one a 77? 

2) A barrel maker: “We wine consum- 
ers should boycott publications that use 
the 100-PS.” 

3) A wine store: “One of our bestsellers 


from 1990 was rated 59 points by one of 
the Renowned Touts.” 

4) A consumer: “Here’s my 2-point 
system for rating homemade wines: If 
you can get it down, that’s 1 point; if you 
can keep it down, that’s 2 points.” 

5) A wine salesperson: “The really sad 
part is that this point business turns off 
non-wine drinkers.” 

6) A wine writer: “I’d give your little 
essay an 80.” 

7) A distributor: “Surely we can tell the 
consumer what’s best without reducing 
everything to numbers.” 

8) A Bordeaux buyer: “... wine is con- 
stantly evolving and changing. Today’s 
98-point young wine may be tomorrow’s 
60-point over-the-hill curiosity.” 

9) A wine writer: “The influence of 
numerical ratings is pervasive and 
probably will continue to be as long as 
Americans are insecure about wine.” 

10) A wine store: “As a service to our 
fellow wine lovers, [we resolve] to refrain 
from quoting any ratings or scores from 
wine writers.” — instead, they proffered 
a “Famous Singer Wine Scale” beginning 


There's something about us 
you should know. 


Richard de los Reyes, John Ciatti, Joseph Ciatti, Jim Carter 


with Roseanne Barr and culminating with 
Ray Charles. 

11) A winemaker: “I say we use the 
100-PS to rank the writers who insist on 
using it.” 

12) A wine store: Customer: “GEEZ — 
this wine is repulsive!”; Clerk: “The Wine 
Advisor gave it a 96.”; Customer: “T’ll 
take a case.” 

13) A wine writer: “The 100-point sys- 
tem, like it or not, is here to stay, because 
it allows the public to have some sort of 
comparison of the bewildering number 
and array of wines that are offered at a 
tremendous range of prices.” 

14) A wine store: “... it is my belief that 
20-point scales result in compressed and 
inflated scores often coupled with tasting 
notes couched in florid, overwrought, hy- 
perbolic, and incendiary language calcu- 
lated to provokestampedes to certain wines 
among those susceptible to a herd men- 
tality. I, on the other hand [with my 100- 
PS], prefer to be perfectly accurate.” 


15) A wine writer: “... the most precious 
quality of wine is its variety ... There is no 
Continued on page 5 


The Joseph W. Ciatti Company is 
the wine industry’s largest, oldest, 
and most comprehensive wine 
brokerage. 


Allow our expert staff 
to assist you in: 
‘ ° 
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Sa 


Procuring premium varietals, 
aged wines, large and small lots. 


Tasting, blending and finishing 
by on-staff enologists. 


Sa 
Current market analyses, 
assessment of inventories, quality 
evaluation and market value. 
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Continued from page 3 


common factor, objective or subjective, that 
can justify a numerical score as a means of 
interpreting such a rich diversity.” 


While these comments speak for themselves, 
other replies — all from wine writers who 
employ the 100-PS — invite response. 

1) “A wine we score 87 is just about as 
good as wines we score 86 or 88; we just 
like the one with the higher score slightly 
better ... consumers want some guidance.” 

Response: Yes, but could you repeat 
the trick? Show me any wine writer who 
can rate the same three wines identically 
ina double-blind tasting tomorrow, much 
less in a year from now, and I'll choke 
down any three over-oaked, overly-tan- 
nic, and syrup-thick 100-point wines of 
your choice. 

2) “Campbell makes the oft-repeated 
charge that no one would dare to put a 
number on a work of art, so why should 
they put a number on wine?” 

Response: [| never said this, nor do I 
believe it. Of course, standards can be 
applied. A Rembrandt rates higher than 
a day-glow velvet artist ten times out of 
ten regardless of mood, company, or the 
weather. Ditto for a grande marque 
Champagne and an Asti spumante, or a 
good vintage and a bad one, or a super 
Cabernet or a weak Cabernet. 

3) “Seems to me most of the fuss over 
the 100-point scale has more to do with 
the way people choose to use [misuse?] it 
than anything about the scale itself.” 

Response: Perhaps so. But woe be to 
the wine store that doesn’t carry the latest 
90+ point wines and to the winemaker 
who doesn’t make them. And commis- 
erations to the consumer who never de- 
velops his own independent sense of taste. 

4) “Someone’s number is only the view 
ofa particular individual; different views 
should be sought out by the public.” 

Response: I couldn’t agree more. One 
critic calls the wine a “corpulent, hedo- 
nistic experience” and gives it a 95; the 
other calls it “overblown and clumsy” 
and gives ita 72. Consumers should seek 
out the critic whose taste accords with 
their own. This takes experience and 
open-mindedness. 

5) “Scores ... do not tell the entire story 
about a wine. The written commentary 
that accompanies the ratings is a better 
source of information ...” 

Response: This is a bit disingenuous. 
Perhaps one recently promoted buying 
guide had the ultimate solution: just rate 
wines by score alone and leave out any 


LETTERS 


text ... nobody reads the words anyway if 
they’re accompanied by a score. 


Well, everyone’s had his say on the subject. 
Frankly, I'm a little tired of it, and I reckon 
everyone else is, too. So here’s my last word 
on the 100-PS. 

While I remain unhappy with apply- 
ing numbers to wine, I’m willing to con- 
cede that the practice has usefulness if, but 


only if, the scores can be replicated at 
another time and place. That rules out 
the 100-PS. It also rules out the 20-PS, 10- 
PS, and very likely, the 7-PS. 

It’s not hard to be consistent with a 2- 
point scale, a 3- or 4-PS, or perhaps even 
a 5-PS. But that’s about the limit. If a 
scoring system is useful, it must be accu- 
rate. Foritto be accurate, the results must 
be reproducable. For the results to be 


QNV NIR ANALYZER 
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industries for the analysis of alcohol and sugars. 
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Foss @ 
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reproducable, the point spread must be 
narrowly limited. 

But a narrowly limited point spread is 
simply not very useful. And that’s why a 
scoring system will never be very useful. 

Useful wine writing provides informa- 
tion about a wine. A bad wine writer 
treats a wine merely as anend in itself. A 
good wine writer treats a wine within the 
context of its peers and its vintage. Buta 
great wine writer presents a wine to his 


readership as an object inseparable from 
its time and place and the personalities 
behind it. 

In this context, a point system can help 
separate the good from the bad, and per- 
haps even the mediocre from the sub- 
lime. Should we expect or demand any 
more from it? I think not. 

Patrick Campbell, 
Laurel Glen Vineyard 
Glen Ellen, CA 
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4 Dear PWV, 

Phylloxera in my vineyard? Never! 
Even the suggestion — or question was 
the same as asking if I had some unmen- 
tionable social disease. Me? Not on my 
ranch! 

My vines are an extension of myself. I 
have been clearing rocks and planting 
my 30 hillside acres of vines continually 
since 1978. My foreman, Jose Mendoza, 
and his two brothers, Juan and Aléjo, 
have worked with me for 14 years. To- 
gether, we have picked up the rocks; built 
and rebuilt special trellises; and planted, 
trained, pruned, tied, suckered, thinned, 
and harvested each vine. 

Sauvignon Blanc and Zinfandel grapes 
of superb quality have been our reward 
and the joy of our winery customers. 

To even suggest that these vines could, 
in any way, have any defect, let alone 
phylloxera, was beyond comprehension 
—aheresy! If positive thinking could do 
the job, we were secure. 

This was my mindset one June morn- 
ing as we deleafed one of our Sauvignon 
Blanc blocks. We stopped work to havea 
cup of hot coffee about 9 a.m. 

That’s when Jose, and I observed that 
some of the vines we were deleafing did 
notshow Sauvignon Blanc’s normal vigor. 
In fact, the canes and vine canopy were 
about 4 to 12 of that normally expected. 
On a few vines, some leaves actually 
were turning brown around the edges — 
unheard of in early June. 

All together, it appeared that 10 to 15 
vines did not look their normal, vigorous 
selves. I remembered that when I had 
tested for sugar before the 1991 harvest, 
some of the grape samples taken in this 
area had been several degrees lower in 
sugar. 

With feelings of anxiety and intense 
discomfort, I sent Jose to the barn for a 
pick and shovel. Meanwhile, I returned 
to the ranch office for my hand-lens. 

As I walked, Iremembered the first hint 
of phylloxera bad news. The setting had 
beena University of California ‘Grape Day’ 
at the Oakville Experimental Station in 
August, 1987. One of the speakers an- 
nounced that a new ‘Type-B’ phylloxera 
had been identified. The new ‘biotype’ 
seemed to thrive on the established and 
widely-planted AXR-1 rootstock — the 
same rootstock that was in our vineyard. 

The question was asked, “Does this 
mean that all AXR-1 rootstock vineyards 
are at risk?” The answer was, “Unfortu- 
nately, yes, all AXR-1 vineyards prob- 
ably will have to be replaced.” 
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None of the 100+ growers in atten- 
dance could accept this prognosis. Over 
the next few months, numerous explana- 
tions for discovery of ‘Type-B’ phyllox- 
era were advanced by respected experts, 
to explain away the alarming data. 

Finally, by 1990, each denial had been 
refuted by the steady spread of the devas- 
tating insect in Napa Valley and the dis- 
covery of it in Sonoma County. Still, as 
recently as spring 1992, respected ‘ex- 
perts’ held that phylloxera had not been 
found in hillside vineyards. 

Early in 1990, we had begun to take 
precautionary actions at our ranch. Our 
1990 planting was with a new, resistant 
rootstock. We quarantined ourvineyard 
to keep out random car, truck, and foot 
traffic. We made sure our vines were 
even more healthy, with additional wa- 
ter and fertilizer. We made sure all 
equipment entering the ranch had been 
steam-cleaned. 

We set up a ‘Phylloxera Reserve’ bank 
account. We inter-planted 100 new vines 
to see if we could replant gradually, be- 
fore phylloxera struck. All of these ac- 
tions went through my mind as I walked 
back to the vineyard. 

Jose dug a 1-ft. hole next to the trunk of 
one of the weaker vines to expose sec- 
tions of roots. On my knees in the dirt, I 
took my pocket knife and cut off a branch 
of small roots. Holding them in the sun, 
I studied them with my lens. 

The scene under the lens was ugly, 
disgusting, and sickening. There they 
were: bright, lemon-yellow, waxy crea- 
tures — juveniles; larger, ribbed adults; 
and small, yellow, oblong eggs — all ina 
yellow mass around small, deformed 
roots. Some of the pests could be seen 
crawling. The typical size of phylloxera 
is 1 to 2 mm. 

I passed the hand-lens and roots to 
Jose. Meanwhile, other workers had 
gathered around silently to look. Jose 
turned to me and said, “Malo noticias, 
Patron.” (‘Bad news’ in Spanish.) He 
then filled the hole and took the tools to 
the barn. I returned to the house to tell 
my wife. The crew resumed deleafing. 

Later that day, I called our adult chil- 
dren who are stockholders in our ranch. 
The almost-unanimous response was, 
“Dad, with your positive thinking, we 
thought nothing could ever happen to 
our vines.” 

We have adjusted to the new reality 
and have studied what options to take. 
There are a number of solutions — none 
easy, all expensive, all painful. 


Twenty-nine of 30 acres will have to be 
replanted. One acre was planted in 1990 
with 5C rootstock. The 100 inter-planted 
vines have done well. In 1993, we will 
inter-plant 400 more vines with 5C root- 
stock in the phylloxera-infected area. We 
will also try some in-place grafting of 
new rootstocks to existing vines. 

Our strategy is to hope the phylloxera 
spreads slowly and that we will be able to 


gradually replant our vineyard over 8-12 
years. With this ‘optimistic’ plan of 
planting 2-3 acres/year, we can keep the 
financial blood-letting toa minimum. We 
estimate costs of $3,000 to $4,000/acre 
with overall yields dropping no more 
than 10% to 15%/year over the whole 
period. 

George MacLeod, 

Indian Springs Ranch, Sonoma, CA 
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The law 
of the lesson 
...for our times 


By Jim Koch, 
director of the Samach Institute 


The Lord of the hosts will prepare a lavish 
banquet for all peoples on this mountain; a 
banquet of aged wine, choice pieces with mar- 
row, and refined, aged wine. 

— Isaiah 25:6 NASV 


Educators have a special technique for 
teaching the unknown, the abstract. It is 
called the law of the lesson. Simply, it 
declares that the unknown must be ex- 
plained by means of the known. This 
intermediary linkage, understood by both 
teacher and student, is indispensable to 
the learning process, according to John 
Milton Gregory’s The Seven Laws of 
Teaching. 

Both testaments of the Bible use this 
law, with fermentation as a core image. 
Since ancient times, the uniqueness of 
both wine and beer has been appreciated. 
Wine is employed in the Bible as a known 
through which we come to appreciate the 
unknown. 

The biblical text, Isaiah 25:6 (highlighted 
above), is a case in point. The prophet 
speaks of the coming glorious reign of 
Messiah. All tears are to be wiped away 
forever and death is to be swallowed in 
victory. The Lord God Almighty Himself 
will host this greatest of all banquets. 

The divine appellation of fermented 
beverages is once again God-determined. 
Not water or milk. No, not fruit juice. 
This is a banquet! Only the most exquis- 
ite and properly aged wines will do. 

We recall that wine makes glad the 
heart of God and man (Judges 9 and 


Psalms 104). Only fermented beverages 
have this unique status. How, then, could 
fermented beverages be associated today 
with the most despised of street drugs? 
Only as an aberration. 

God the Son, our Lord and Savior, 
elaborated this same theme. So that the 
human race might be restored, renewed 
in relationship to the Father, God became 
man. Jesus was born of woman and God 
became incarnate, of our flesh. What 
better way could there be for us to know 
the Father than for his Son to become one 
of us? 

Yet this God-incarnate had to remain 
consistent with previous revelation. Jesus 
was. One way that Jesus revealed him- 
self as the Anointed One of whom the 
prophets spoke, was through his per- 
sonal association and identification with 
the vine, with banquets, with drinking. 

So, what is God really like? What kind 
of temperament or disposition does he 
possess? Is God kind, loving, and com- 
fortable among us or is he a stern, unin- 
terested, unfeeling, absorbed divinity? 
This question was revealed decisively in 
the first major act of the God-man. 

Jesus blessed a marriage by turning 120 
gallons of water into the finest wine (John 
2). Jesus becomes the Messiah of the Old 
Testament by this singular act and the 
disciples then put their faith in him John 
DAN). 

This act evidences God’s benign inter- 
est in His people; shows that He is of 
good disposition, compassionate, gener- 
ous. In fact, God’s regard for life and 
community is exemplified by Jesus’ at- 
tendance at the wedding. 

God socializes and celebrates through 
his Son. Through this momentous reve- 
latory act of Christ, we begin to know the 
fullness of God and his desire that we 
humans know the fullness of life! 

Jesus’ identification with wine and 
drinking did not stop at this single wed- 
ding. It characterized his entire life in the 
ministry. Jealous religious leaders even 
accused Jesus of being a drunkard. The 
only time Jesus refused a drink was on 
the cross, when he tasted death emanci- 
pating all mankind. 

Christ never once objected to being 
associated with this most prized of all 
fermented beverages. Make no mistake 
about it. Jesus even identified himself as 
the true vine (john 15). As the vine was 
integral to Hebrew life and culture, so 
God invites us, through the vine, to a 
stronger relationship with Himself. 

The vine’s finest hour, which gave fer- 
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mented beverages their eternal and 
crowning exultation, was in Jesus’ final 
institution — the eucharistic feast. To 
vilify wine, and other fermented bever- 
ages, then, is to castigate the judgment of 
our omniscient God. Lest we forget, Jesus 
enjoins believers to drink wine and eat 
bread in remembrance of him and in 
anticipation of his return. 

Remember Jesus’ declaration at the 
close of that memorable last supper with 
his disciples? His valedictory was that he 
would forego drinking until we entered 
his Father’s Kingdom — aclearly defined 
message that God desires reconciliation 
and communion with his people through 
the vine. Agape (love) feasts are replete 
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with banquet drinks — an appropriate 
foretaste of the life to come. 

It is equally true that early believers 
were cautioned in their enthusiasm not 
to drink to excess, or in exclusion of their 
poorest members (I Corinthians 11). But 
they never were told that they should 
replace this communion beverage. 

Peter, James, and the entire Jerusalem 
Council (Acts 15) could have included a 
fifth admonition prohibiting fermented 
beverages. The Apostle Paul, were he a 
prohibitionist, certainly would have 
written, “Drink no wine.” What did he 
write? “Be not drunk with wine, wherein 
is excess” (Ephesians 5:18). 

Even the ministers were not prohibited 
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from drinking (I Timothy 3:3,8 and Titus 
1:7). Not a single apostle mistook the 
teaching of Jesus in regard to fermented 
beverages. 

The harmony of the Bible is wondrous. 
The messages do not conflict with each 
other. The lesson of this law is abun- 
dantly clear. The Old Testament cel- 
ebrates fermented beverages as elixirs 
which cheer both God and man. The New 
Testament further confirms this truth and 
goes beyond by establishing fermented 
beverages as our covenant — a reminder 
of God's continuing love. a 
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Trade secrets 


There has beena fairamount of anguished 
outcry lately about a court judgment 
which found that a winery owned certain 
intellectual property consisting of a 
method of preparation of sweet reserve 
for blending into a Chardonnay bottling. 

At the outset, one has to distinguish 
between two functions of a judge. One is 
to apply the law correctly. The other, in 
an injunction case, is to listen to the testi- 
mony, look at the documents, and do the 
best she or he can to arrive at the truth of 
what occurred. 

The law of trade secrets has been codi- 
fied largely by state statutes, following a 
more or less uniform national model. 
There is nothing very difficult about the 
legal principle involved: If you have a 
production process, and it gives yousome 
competitive advantage, and you make 
reasonable efforts to keep it secret, but, in 
the course of business, you have to reveal 
it in confidence to some people, such as 
production employees, then you can pre- 
vent recipients of the information from 
disclosing it to unauthorized persons. 

Note that a trade secret is not like a 
patent. It is nota monopoly on use of the 
process, only a property right that is vio- 
lated by unauthorized disclosure. It is 
not violated by another party’s later com- 
ing upon the process from another source 
or by original thought. 

The wine industry is not exempt from 
trade secret laws. Cases arising in the wine 
industry are not immune to the vagaries of 
the fact-finding process. If, ona given day, 
in a given courtroom, the lawyers present 
a given quantum of information with a 
given degree of skill, the facts found as true 
by the court may or may not comport with 
what people outside the process know or 
believe is the truth. However, accepting 
the facts as found by the court, one sees 
nothing remarkable in the recent trade se- 
cret judgment. 
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The lesson? If you are a winery owner 
with a proprietary production method, 
work with your legal advisor to be sure all 
reasonable means are taken to protect it. 

If you are a winemaker with some pro- 
cedures in your bag of tricks that you 
think are unique or important, discuss 
with your legal advisor how to protect 
them. Your objectives should include 
setting the record straight with a new 
employer, so no dispute arises later about 
whether you learned something there or 
brought it with you. 

You can always decide to give intellec- 
tual property away ina spirit of comrade- 
ship if you choose, but you have to own it 
first. 


Reducing credit 
risks in sales 
to wholesalers 


Getting paid 

NOTE: This is a general description of 
some methods, among others not mentioned, 
for reducing the risk of non-payment inherent 
in selling goods on credit. It is not intended 
as legal advice and should not be used as a 
substitute for consulting your attorney in 
devising your own credit management pro- 
gram. 

Extension of credit to a wholesaler is a 
matter of bargaining power. No law 
requires sales on credit, althoughin some 
states credit, once offered, must be avail- 
able under the same rules (not necessar- 
ily the same terms) to all distributors. 

Typically, wine is sold on open account. 
That is, the winery parts with ownership 
of the goods upon shipment, in exchange 
for a promise to pay. All too often the 
promise is oral and the acceptance is based 
on no specific reason, other than faith, to 
believe that the debtor can or will honor it. 

Alternatives to sales on open account 
include deposits, consignment, cash with 
order, COD shipment, sale of negotiable 
warehouse receipts for cash, and instru- 
ments such as letters of credit and guar- 
antees. While most of those devices are 
common in other industries and fre- 
quently are encountered in sales of wine 
abroad, a winery seldom can negotiate 
their use in sales to U.S. wholesalers. 
Nevertheless, every winery should start 
by asking whether it must give credit toa 
given purchaser at all and, if so, on what 
terms. 


Management objectives 

Like any other important element of 
running a business, management of credit 
risk requires thinking through the needs 
of the business and formulating a policy 
that addresses them. The three funda- 
mental parts of most credit management 
policies are: 

1. Determining what kind and. how 
much credit you (a) must extend in order 
to meet sales objectives, and (b) can af- 
ford to extend, taking into account cash 
flow needs and capital reserves. 

2. Ascertaining the ability of the debtor 
to pay, keeping that information current, 
and monitoring the outstanding credit to 
keep it within limits. 

3. Use of legal rights to make payment 
more likely. 

Practically, all three should be attended 
to at the outset. 

Item #1 is, in part, a matter of manage- 
ment style, but developing a good policy 
will be aided significantly by attention to 
literature on the subject. The business 
section of a local university or public 
library is probably a good place to start if 
you are not familiar with the topic.’ 

Item #2 is a combination of getting the 
rightinformation from the customer upon 
creating the business relationship, re- 
quiring the customer to keep it current, 
verifying what you are told, and supple- 
menting it from other sources. 

Most wholesalers are not rated by credit 
bureaus such as Dun & Bradstreet, but if 
a credit rating is available, you should 
ask forit. Be aware, however, that ratings 
may be out-of-date, and that bureaus do 
not necessarily receive all the relevant 
information. 

A copy of a credit application form 
used by your bank provides a good ex- 
ample of the kinds of questions your own 
credit application should contain. Some 
states place limits on the kinds of credit 
information and updates a supplier can 
demand of a distributor, but (as of this 
publication deadline) all permit commer- 
cially reasonable inquiries to establish and 
maintain eligibility for credit. Again, as in 
all areas, compliance by the distributor 
with your credit information policies is a 
question of relative bargaining power. 

Rather than try to cover item #3 broadly, 
the remainder of this column will focus 
on the most familiar (but in our industry, 
not yet common) device, which is a secu- 
rity interest in the distributor’s inventory 
under the Uniform Commercial Code 
(UCC). Remember, however, that other 
arrangements are possible. 
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Acquiring a security interest in wine 

A security interest is a legal right of a 
creditor, in property other than land, that 
secures payment. 

For a security interest to exist, there 
must be a security agreement between a 
creditor and a debtor. The essence of the 
agreement is the transfer by the debtor to 
the creditor of an interest in property 
(‘collateral’) that is less than the debtor’s 
entire ownership of the collateral. 

If the creditor is the seller of the collat- 
eral and the debtor is the purchaser of the 
collateral, the security interest is some- 
times referred to as ‘retained’ by theseller, 
with the same effect. 

In the sale of wine on open account, the 
interest of the debtor in the collateral is 
ownership. That is to say, the wholesaler 
owns the wine, which has been traded, in 
effect, for the wholesaler’s IOU. The se- 
curity interest held by the winery is a 
property right less extensive than own- 
ership. 

Your objective normally will be a pur- 
chase money security interest (PMSI). 
Where the creditor is the seller of the 
collateral and the debtor is the buyer of 
the collateral, the creditor is deemed to be 
advancing credit to the debtor to enable 
the latter to purchase the collateral. A 
security interest in the goods sold is 
known asa PMSI. Be sure to seek a PMSI, 
described in more detail below, if your 
transaction qualifies. 

The function of the security interest for 
the creditor is twofold: 

1) It gives the creditor the legal ability, 
upon failure of the debtor to pay accord- 
ing to the contract of sale, to force sale of 
the collateral; and 

2) It determines the creditor’s priority 
in the collateral against other parties as- 
serting claims to the same asset. The law 
of some states creates difficulties in ef- 
fecting a forced sale of wine. Neverthe- 
less, the security interest is still valuable. 

Please note that the ‘tied house’ laws of 
most states provide that no manufac- 
turer, importer, or wholesaler may ad- 
vance ‘inducements,’ ‘money’s worth,’ 
or the like to a retailer. Washington, 
among other states, considers credit an 
advancement of money’s worth. 

Unfortunately, state tied house laws 
and import restrictions vary. For ex- 
ample, as of this PWV publishing dead- 
line, the District of Columbia permitted 
sales directly to retailers by out-of-state 
wineries and did not prohibit extensions 
of credit, but that situation could change 
at any time. Note, however, that even in 
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states forbidding credit to retailers, a re- 
tailer may buy goods that are subject toa 
security interest to secure credit extended 
to the wholesaler. 

Your state’s version of the UCC and 
related credit laws govern transactions in 
inventory collateral where the goods origi- 
nated and will remain in that state. Secu- 
rity interest priority may be lost if the 
collateral is later moved to another state. 
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Specific legal advice should be sought 
in handling the credit risk of selling to 
buyers in other states. Laws of secured 
debt are virtually identical in all states, 
but procedures for protecting and en- 
forcing security interests vary in detail. 


Preliminaries 
As a practical matter, for any sizeable 
balance, a potential creditor would first 
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want to search for earlier security inter- 
ests. The request form UCC-11R may be 
filed with the state record-keeping 
agency. In response, a certificate will be 
issued showing all financing statements 
on file pertaining to a particular debtor. 

Assuming the file search indicates there 
is enough unencumbered collateral value 
to make the security interest worthwhile, 
the next step is to create the security 
interest by contract. 

For a security interest to protect the 
creditor it must be ‘attached’ to the goods 
and ‘perfected’ by filing. Attachment of 
a security interest creates an enforceable 
security interest between the secured 
party and the debtor. Perfecting a secu- 
rity interest protects it from most third 
party claims. 


Creation of the security interest 
To be enforceable against a debtor or 
third parties, security agreements must 
be written, signed by the debtor, and 
contain a description of the collateral. 
The purpose of a description is to iden- 
tify, for subsequent creditors, property 
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on which there is a claim. A description 
is sufficient if it ‘reasonably identifies’ 
what is described, whether or not it is 
specific. 

NOTE: In acquiring a security interest in 
inventory it is essential that the descrip- 
tion include ‘after acquired property’ (or 
words to that effect). 

A security agreement automatically 
covers proceeds from the sale or other 
disposition of collateral by debtors, un- 
less otherwise agreed. However, it is 
advisable to includea proceeds provision 
in a security agreement. 

A security agreement may provide that 
collateral is given to secure future ad- 
vances of credit as well as present or past 
advances. Note that priority, relative to 
other creditors, may be determined by 
whether future advances are discretion- 
ary or, é.g., required by provisions of a 
distributorship agreement. 

A security agreement may provide for 
the disposition of collateral, including 
repossession, in the event of default. It 
may define commercially reasonable 
standards, such as the amount of notice 


required to be given the debtor before 
sale of the collateral to satisfy the debt. 


Attachment in general 

The security interest ‘attaches’ when 
the most recent of the three following 
events takes place. They may take place 
in any order. 

1. Execution of a security agreement. 
(If you can get a written security agree- 
ment, you probably can get a written 
distributorship agreement. In that case, 
it usually is preferable to combine them 
in one contract.) 

2. The debtor acquires some rights in 
the collateral. (From a practical stand- 
point, a wholesaler normally takes title 
when the wine is shipped, and obtaining 
title unquestionably is a sufficient acqui- 
sition of rights. However, physically 
adding the wine to the debtor’s inventory 
is probably also sufficient, whether or not 
title to the wine has passed.) 

3. The debtor receives something of 
value from the creditor. (Normally, that 
is the credit sale itself. However, it is 
entirely possible to take a security inter- 
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est to secure an earlier debt without ex- 
tending any new credit.) 


Perfection in general 

To perfect an attached security interest 
in inventory one must file a financing 
statement, form UCC-1, with the appro- 
priate agency. 

A financing statement must include 
the names and addresses of the debtor 
and secured party, a description of the 
collateral covered by the security agree- 
ment, and the debtor’s signature. 

Before you can complete the financing 
statement, you must categorize the col- 
lateral. The category is determined by 
the debtor’s use of the collateral. The 
principal test to determine whether goods 
are ‘inventory’ is whether they are held 
for immediate or ultimate resale “in the 
ordinary course of business.” 

Wine, held for resale in the ordinary 
course of business by a wine wholesaler, 
falls into the ‘inventory’ category. (Once 
the same wine is sold to a consumer, it 
would be categorized as ‘consumer 
goods.’ Goods may fall into different 
categories, but never more than one at 
any given time.) 

Asecurity interest in proceeds should be 
protected by checking the appropriate box 
on the UCC-1 financing statement . 

For the name of the debtor, use the 
individual, partnership, or corporate 
name, not the trade name or names of 
partners. (Naturally, if you are dealing 
with a corporate debtor, you will always 
try hard to get a personal guaranty of its 
debt by the principals — good luck.) 

The ‘d/b/a’ (doing business as) abbre- 
viation also may be used. For example: 
“Doe, John H., d/b/a Thrifty Cleaners,” 
not “Thrifty Cleaners, John H. Doe, 
d/b/a.” Failure to use the correct name 
may invalidate perfection. The purpose 
of using the debtor’s proper name is to 
allow future creditors to find evidence of 
your security interest. Ifthe debtor’sname 
changes, fileanew UCC-1 statement within 
four months of the change. 

NOTE: Financing statements may be filed 
at any time, even before attachment. Fi- 
nancing statements should be filed as 
soon as possible, because between two per- 
fected security interests, the first to file or 
perfect has priority. 


Attachment and perfection of PMSI 
Most wine sales qualify for PMSIs. 
To perfect a PMSI, a creditor files a 
UCC-1 financing statement according to 
the following special rules. The follow- 


ing steps must be followed in perfect- 
ing a PMSI in inventory in order to 
achieve priority over a pre-existing per- 
fected security interest in the buyer’s in- 
ventory, suchasa bank’s security interest 
taken to secure business loans: 

1. Before the debtor takes possession of 
the wine, notice must be given to and 
received by all secured parties that have 
filed financing statements covering the 
same types of inventory. File the UCC- 
11R, get the list and mail the notices before 
you ship the product. The notice must 
state the intent to acquire a PMSI and 
describe the item or type of collateral. 

2. Perfection must precede the debtor’s 
possession of the collateral. File your 
UCC-1 before you ship, identifying the 
collateral and classifying the debt as a 
PMSI. 


Continuations, assignments, releases, 
terminations: UCC-3 form 

Continuations: Financing statements are 
effective for five years from the date of 
filing. A continuation statement (UCC-3 
form) may be filed within six months 
before expiration. The continuation is 
effective for five years from the expira- 
tion of the preceding financing statement. 

Assignments: A secured party may as- 
sign its security interests. The assign- 
ment may be disclosed on either the UCC- 
1orthe UCC-3 form. Anassignment may 
be limited to a portion of the collateral or 
to a portion of the secured party’s rights. 

Releases: A secured party may release 
all or part of the collateral described in a 
financing statement by filing a UCC-3 
form. A statement of release signed by a 
person other than the secured party of 
record must be accompanied by a sepa- 
rate written statement of assignment to 
the releasing party, signed by the secured 
party of record. 

Terminations: The secured party must 
file a termination statement upon the 
debtor’s written request, if there is no 
outstanding secured obligation and no 
commitment to make future advances. 
Failure to file a termination statement 
within 10 days after written demand 
makes the secured party liable for a fine, 
plus actual damages caused to the debtor 
by failure to file. A UCC-3 form may be 
used to file a termination statement. 


1. See, e.g., Wyman, W., “How to Improve Credit 
Risk Management,” The Journal of Commercial Bank 
Lending 20 (Sept. 1991); Mound, P., “Investigat- 
ing ‘Red Flags,” 93 Business Credit (May 1991); 
Violano, M., “A/L Management,” 106 Banker’s 
Monthly 32 (July 1989); and the periodical Credit 
Management generally. 
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Symposium on Cabernet 
Sauvignon, Merlot, and 
Cabemet Franc, sponsored by 
Virginia Tech, Virginia Wine 
Growers Advisory Board, 
Virginia Vineyards Association, 
Virginia Wineries Association, 
Practical Winery & Vineyard, 
and Vineyard & Winery Man- 
agement. 


LOCATION: Omni Center in 
historic Charlottesville, VA (1 hr 
drive from Washington, DC). 


For registration information, 
CONTACT: Symposium Coor- 
dinator, PO Box 527, Richmond, 
VA 23204, tel: 804/353-8699; 
fax: 804/353-4930 OR Bruce 
Zoecklein, tel: 703/231-5325. 


Program includes enology and 
viticulture topics, discussions, 
open forums, tastings, led by lead- 
ing grape and wine researchers 
and practitioners: Professor Y. 
Glories, University of Bordeaux; 
Jacques Boissenot, Bordeaux con- 
sultant; Richard Arrowood, owner/ 
winemaker of Arrowood Cellars, 
CA; David Ramey, winemaker, 
Chalk Hill Winery, CA; Professor 
V.E. Petrucci, C.S.U.-Fresno; Diane 
Kenworthy, Viticulturist, Simi Win- 
ery, CA; Pete Christensen, Viticul- 
ture research, U.C.-Davis; Barbara 
Lindblom, winemaker, Inniskillin- 
Napa; Roger Pearson, Cornell Uni- 
versity, NY; Larry Fuller-Perine, 
winemaker, Gristina Vineyards, NY; 
Patrick Michaels, University of Vir- 
ginia; Jacques Recht, winemaker, 
Ingleside Plantation Winery, VA; 
Tony Wolf, VPI & SU; B.W. 
Zoecklein, VPI & SU. 
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By Jake Lorenzo 


There is something about a presidential 
election year that makes Jake Lorenzo 
ponder the difference between fantasy 
and reality. 

Have you ever met people who are 
simply, outrageously funny? It’s not that 
they are comical, it’s just that they de- 
scribe things in ways that never occurred 
to youand in ways that you find hilarious. 

Or have you ever been faced with a 
problem, pondered it for hours or even 
days, only to have someone else come up 
and solve the problem with that instant 
insight that boggles the imagination? 

I think these phenomena are connected 


to ladders — mental ladders. Each per- 
son has a ladder in his mind and he 
climbs to a different rung on that ladder 
to view the world about him. When 
people surprise us with incisive insights 
that never would have occurred to us ina 
million years, they simply are giving their 
view from a particular rung on their 
mental ladder. 

Put in a physical plane, the mental- 
ladder phenomenon can be explained best 
by imagining two people, one tall and 
one short. They are both looking around 
a kitchen. The tall person has a fine view 
of the top of the refrigerator. He can see 
all the platters piled on top covered with 
dust. Believe me, the short person has no 
idea what the top of the refrigerator looks 
like, and unless he climbs up on a ladder, 
he isn’t going to find out. 

Since tall people always see the tops of 
refrigerators, while short people rarely 
climb ladders to observe that particular 
view, tall people and short people havea 
different view of reality. Ask them to 
describe the world around them and 
you'll get two different descriptions. 

A tall person’s reality is a short person’s 


PruthO 
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fantasy — and vice versa. 

Think about it. George Bush and Bill 
Clinton live in the same world, but they see 
it in completely different ways. Not only 
do they envision different worlds, but for 
the life of them, they can’t understand how 
the other guy can be so screwed up. 

Bush sees a gleaming new refrigerator. 
Clinton sees that the refrigerator is empty. 

Until and unless people operate from 
the same rung on their mental ladders, 
there is no way in hell to convince them to 
accept your own particular vision of real- 
ity, because to them, it is pure fantasy. 

This brings us to a phenomenon I call 
‘Jake’s Dilemma.’ What happens to the 
person whose fantasies become reality? 
If, from some peculiar mental rung, you 
imagine some great fantasy, and then go 
about making that fantasy happenso that 
it becomes reality for others, what the 
hell do you do? 

Let’s say you fancy yourself a writer, so 
you sit down once a month and write 
about whatever comes to mind. What if 
some weirdo with a magazine calls you 
each month demanding that you sell him 
whatever the hell you’re writing about? 
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Let’s say, for example, that you have a 
fertile imagination, a sarcastic sense of 
humor, and a lot of free time on your 
hands. What if you organized a bunch of 
friends and hijacked a train and it made 
national news? 

What if every time you come up witha 
funny idea about wine, some winemaker 
(who says he’s a friend of yours) turns it 
into a poster? Pretty soon these posters 
are everywhere. People are calling and 
asking you to do posters for them. People 
are sending you bribes to appear in your 
next poster. 

If this kind of stuff is happening to you, 
then you have confronted ‘Jake’s Di- 
lemma.’ Of course, we may not be oper- 
ating from the same mental rung. Let 
Jake even up the ladders. 

Let’s say you like drinking wine. You're 
a little fed up with the rat race. You have 
a few bucks, so you decide to get in touch 
with nature, buy some land, plant a few 
vines, and make some vino. 

The years go by, and before you know 
it, you’re in debt for $3 million. You 
spend all your time in suits at five-course 
dinners, and in closet offices in the back 
of liquor stores, waiting to see buyers. 
Ain't that a fantasy run wild into reality? 

Let’s say your love of wine led you into 
the wine business. You got a job as a 
cellar rat in some wonderful small 
winery operation. You worked your butt 
off, learned incredibly complex mechan- 
ics and science and laws of nature. You 
took pride in your work and pride in 
your product, but now find that you can’t 
afford even to attend your own industry’s 
awards night. You can’t afford to attend 
your own wine auction. You can’t afford 
to buy a bottle of your own wine in the 
fancy local restaurant. Ain’t that fantasy 
turned into one son-of-a-bitch reality? 

What if your mind is full of wildly 
bizarre ideas and you find yourself pur- 
suing each and every one of them? When 
Jake Lorenzo’s fantasies turn into reality, 
he reverts to Jake’s Law: “Go with the 
flow.” Any fantasy pursued is more fun 
than an idea left to raisin. 

Here are the fantasies I’m working on. 
Look for them in a reality near you soon. 

* The Jake Lorenzo Wine Timer. The 
perfect thing for the wine snob who has 
everything. Insert the Jake Lorenzo Wine 
Timer into those bottles in your wine 
cellar, and it will let you know when 
your wine is ready to drink. 

* The Jake Lorenzo WineI.V. Why lose 
one of life’s great pleasures just because 
you're hospitalized? The Jake Lorenzo 


Wine .V. allows you to select your bottle 
and drip it too. 

* Retractable Vineyard Domes. Pro- 
tect your Chardonnay crop from the rav- 
ages of rain and mildew with the new 
retractable Vineyard Dome. Based on the 
same technology used in the new sta- 
dium in Toronto, Canada. The Dome 
provides the grower with a worry-free 
growing season. 

* Iced Tea Wine. Every time I go toa 
restaurant for lunch, Iseeiced tea on table 
after table, and precious few glasses of 
wine. So, we make a wine that looks like 
iced tea, tastes good with ice anda lemon 
wedge, and sell it cheap. That should get 
people back on the bottle. 

¢ The Jake Lorenzo Columns. The 
collected works of Jake Lorenzo, includ- 
ing columns rejected by the powers that 
be and interviews like nothing you’ve 
ever seen before. Look for details in the 
next issue of Practical Winery & Vine- 
yard. 

Fight to make your fantasies realities 
— Jake does. Keep the realities fun and 
affordable. When someone tells you that 
you have gone too far, laugh hysterically 


and take another step. 

I leave you with one more fantasy that 
already turned into reality. Hats off to 
the wineries who advertised that anyone 
who voted and brought their voting stub 
to the tasting room on election day re- 
ceived a free glass of wine. 

After all, given the candidates and their 
ladders, America needed a drink on elec- 
tion day. a 


IN MEMORIAM 


Dante Bagnani died, at the age 
of 80,on September 28, 1992, after 
along battle with cancer. Bagnani 
began working at Geyser Peak 


Winery in 1937, and had full 
responsibility for the company 
from 1952 to 1971. At the time of 
his death, he was a vital part of 
Joseph W. Ciatti Co., wine brokers 
in Mill Valley, CA. 
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By D.R. storm, Ph.D, 2.5. 


Standards for pepper labelling: 
a hot issue 

Are you ever bewildered by the subjective 
descriptions of salsas and chile peppers? There 
seems to be no relationship between the rela- 
tive pepperiness of the contents and the often- 
used descriptors of ‘mild,’ ‘hot,’ and ‘very 
hot.’ I have wilted many a tortilla chip on 
salsa labelled ‘mild.’ Consumer-advocate 
groups have missed this great opportunity to 
target misleading labels. 

If you examine the hard science associated 
with ‘hotness,’ you find that the chemical 
compound that provides pungency in peppers 


WINERY WATER & WASTE 


isa complex alkaloid known as capsaicin.' It 
is found in greatest abundance in the white 
tissue (placenta) and seed covers of most all 
peppers.” The seeds are not the source of the 
pungency or ‘chile heat’, but absorb the cap- 
saicin because of their proximity to the pla- 
centa (white, interior reproductive tissue) 
that supports the mature seeds.’ 

Capsaicins can be detected by humans in 
solutions containing only 1 part per million.* 
Chile specialist, Paul Bosland, cites the 
Scoville Organoleptic Test as a subjective 
measure of pungency. But he notes that high- 
performance liquid chromatography can 
quantify accurately the concentration of cap- 
saicins.? You can impress your friends at the 
next party by stating confidently that the 
salsa has a 25,000 Scoville rating (probably 
medium-hot on the scale, which has an upper 

_ limit of 50,000 for red Thai peppers). 

So why can’t processed peppers and associ- 
ated products be more accurately labeled? 

Each harvested hot pepper’s capsaicin con- 
tent can vary from 0.5 to 20 mg/100 gm of 
tissue, from any given field and pepper spe- 
cies. Thus, to sample each pepper would bean 
impossible and uneconomical production task. 
The only solution for those of us who demand 


Figure-1 
Winery process wastewater treatment schematics 
showing sedimentation/clarification options 
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guaranteed low-octane peppers appears to be 
a greater consumption of peppers until the 
pain receptors finally become desensitized.’ 
Once the tolerance is achieved, a big bite of a 
Mexican serrano will give you the same mouth 
response as a Hungarian sweet yellow. (You 
try it first and let me know how it works). 
For more information about chiles, write to 
the Chile Institute, PO Box 30003; Dept: 3Q, 
Las Cruces, NM 88003 for a list of publications. 


Wastewater 
sedimentation 
and settling aids 


How to improve 
Newton’s and Stokes’ laws 

For some 4,000 years (give or take a 
millennium or two) wine production has 
depended upon the natural process of 
sedimentation to clarify the finished 
product. (Isaac Newton didn’t mathe- 
matically express the phenomenon until 
the mid-15th century.) The treatment of 
wastewater also depends upon sedimen- 
tation as one of several processes to re- 
move suspended solids. The manipula- 
tion of that process is the subject of this 
two-part column. 


Process and theory 

In simple terms, an idealized particle 
suspended in a fluid is acted upon by 
gravitational forces tending to pull it to 
the bottom. The frictional resistance of 
the fluid (viscosity) resists that settling 
force, as do the related geometry and 
mass of the particle (collectively called 
‘drag’). 

Isaac Newton’s second and third laws of 
motion describe the idealized terminal 
velocity of a discrete particle settling from 
aliquid-solid suspension. George Stokes, a 
British mathematician, refined Newton’s 
theory 200 years later to describe particle 
settling for two regimes of velocity (turbu- 
lent and laminar). Thus, the obvious way 
to improve sedimentation is to increase the 
velocity of settling by: 

a) changing the geometry of the par- 
ticle (reduce drag); or 

b) increasing the mass of the particle 
(coalescence or flocculation); or 

c) decreasing the viscosity of the liquid 
suspension. 

Only possibility (b) has any practical 
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chance of success. The terms coagulation 
and flocculation generally are used inter- 
changeably in environmental engineering 
nomenclature. Coagulation, strictly de- 
fined, can mean a thickening, curdling, or 
congealing. Its meaning in colloidal chem- 
istry is the coalescence of particles result- 
ing from electrostatic bonds between par- 
ticle and coagulant or flocculent. 

In addition, ‘floc’ often is used to de- 
scribe the compound aggregate particle 
after coalescence has occurred in a sus- 
pension. The available choices for 
flocculents will be discussed in Part II of 
this series. 


Sedimentation tanks and basins 

The other important variable in sedi- 
mentation theory is ‘time,’ or more spe- 
cifically, ‘detention time.’ As noted pre- 
viously, the settling velocity is significant 
in governing the rate and efficiency of the 
process. But this is true only if the par- 
ticles (discrete or flocculated) are permit- 
ted to settle before the wastestream en- 
ters the next unit or piece of equipment in 
the order of treatment steps. 


Thus, the residence time of the par- 
ticles on the suspension must be gov- 
erned by the maximum inflow and vol- 
ume of the sedimentation tank. (Inflow is 
more correctly defined in sewerage ter- 
minology as ‘overflow rate.’) 

Wineries must deal with extreme vari- 
ability in solids content in the wastestream 
from one wine production step to an- 
other. This makes it imperative that the 
sedimentation tank be capable of handling 
the ‘worst-case’ solids loading. 

(I must contrast the difference between 
the static volume associated with wine 
processing sedimentation in barrels or 
tanks and the dynamic sedimentation 
occurring ina variable work-day through- 
put for winery waste-treatment sedi- 
mentation tanks or clarifiers). 

A winery’s existing tanks, used for 


~ natural sedimentation (unaugmented 


with flocculents), can be retrofitted with 
a settling-aid injector and small mixing 
basin. 

For small wineries with process waste- 
water discharged to septic tanks, a more 
rapid removal of suspended solids in the 


septic tank’s settling compartment might 
prolong the life of the downstream con- 
ventional leachfield or other soil-absorp- 
tion system. Retrofitting a septic tank 
system would be ‘tricky,’ but not an im- 
possible plumbing problem (possibly the 
addition of a second tank in series, to act 
as the flocculation chamber). 

The choices of shape and geometry of 
sedimentation tanks for wineries often 
are governed by space and treatment- 
process combinations. The wasting of 
valuable biomass is a chronic problem in 
aerobic treatment reactors. It requires 
frequent operational attention to ensure 
that a healthy crop of organisms is main- 
tained to oxidize the carbonaceous waste 
delivered to the treatment unit. 

One way to avoid biomass loss is to 
operate the treatment reactor (aerobic 
system) as a SBR (sequential batch reac- 
tor) with treatment and discharge occur- 
ring in fixed-time steps. 

Simple sedimentation tanks often are 
designed in series-pairs to serve as pri- 
mary and secondary clarifiers, respec- 
tively. Settled sludge, containing an al- 
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ready-adapted population of aerobic or- 
ganisms, can be harvested and pumped 
back to the treatment reactor inflow 
headworks to act as a bio-activator. 

Amore efficient system can involve the 
use of a cylindrical clarifier tank with a 
flocculating system that allows a smaller 
tank volume than the series-pair sedi- 
mentation tank arrangement previously 
described.*” These devices, installed with 
a compatible sludge pump, are capable 
of returning a portion of the activated 
sludge to maintain optimum treatability 
in the reactor and also to waste a portion 
of the sludge to a holding tank. The 
holding tank periodically can be pumped 
by a commercial septic-tank pumper or 
by the winery and incorporated into 
vineyard soils by discing. 

The package clarifier units can be great 
space-savers, if the winery site is cramped 
for utility installations. Commercially 
available equipment to install in 10-ft. 
diameter by 15-ft. deep tanks can handle 
up to 50,000 gallons/day of primary ef- 
fluent. They can deliver a very high- 
quality effluent, if properly operated. 
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Figure 1 (page 16) shows schematically 
the two possible sedimentation schemes. 
Part II of this series will explore: 

¢ The use of jar and column tests for 
determining waste-specific settling char- 
acteristics for flocculent selection and 
sedimentation-tank sizing. 

* Flocculents; the good and the not-so- 
good. 

¢ Other sedimentation devices; What’s 
a lamella? a 

David Storm isa Consulting Civil and Sani- 
tary Engineer and owner of Winters Winery. 
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e Put a steam hose inside — not 
yourself. Tartrates will melt away 
quickly. 
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Growing a profitable brand 
from Sauvignon Blanc 


By Millie Howie 


In 1985, the California wine industry 
didn’t need another winery, or more 
Sauvignon Blanc. All three partners of 
Murphy-Goode (M-G) Winery admit that. 
Yet, in 1985, grapegrowers Tim Murphy 
and Dale Goode, along with marketer 
Dave Ready and publicist Rick Theis (no 
longer involved), started a winery in Al- 
exander Valley, and Sauvignon Blanc 
would become their key varietal. 

Only about a dozen wineries in Cali- 
fornia made Sauvignon Blanc ina serious 
style in 1985. “A lot of people made it 
incidentally,” recalls Ready, president of 
Winery Associates, a national marketing 
and sales company, and the marketing 
arm of M-G. 

“We view it as our best effort, and put 
a lot of effort into making the wine,” 
Ready says. “Wespend tremendous time 
in the vineyards, commit new barrels, 
and early on, adopted a house style. 


“We used the back label to talk to con- 
sumers, and impress on them the honey, 
melons, richness of the wine — the 
complementary other side, if you will, of 
the style of Dave Stare’s Dry Creek 
Vineyard (DCV) Fume Blanc. His was 
regarded as the benchmark California 
Sauvignon Blanc, slightly aggressive, with 
a hint of oak. But as national marketer of 
DCV wines, I wanted to find a style that 
was significantly different than DCV. 

“In meetings with Merry Edwards, our 
initial consulting enologist, we tasted all 
the available Sauvignon Blancs which 
did not resemble Dry Creek. We tasted 
them many times, and got to know them 
very well. Dale and Tim and Jim Murphy 
and I met and talked about the type of 
grapes we grew, the way we wanted them 
farmed, the type of barrels we would use. 


‘New kid on the block’ 

“Our first vintage of Sauvignon Blanc, 
from the 150-acre M-G estate vineyard, 
carried the label name Fume Blanc, and 
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established Murphy-Goode as the new 
kid on the block.” Wine writer, Dan 
Berger wrote, “Another wine of immense 
appeal in the lemon grass style is M-G. A 
delightful first effort.” 

But barrels cost money up front, so 
they contacted Lindsay Wurlitzer, at Pa- 
cific Coast Farm Credit (PCFC), and asked 
foraloantobuy equipment. They showed 
Wurlitzer a business plan, outlining 
where the wine would be made, wine 
style goals, packaging, sales plan, pricing 
structure, and system of distribution. 

Wurlitzer felt their projections were a 
little ambitious, but the principals all had 
good personal track records. So PCFC 
provided funds to purchase 200 barrels 
and barrel-pallets for ageing the wines. 
This was the first of a series of annual 
loans from PCFC. 

Financed in 1985, and every year since, 
by a PCFC short-term line of credit, 
Murphy-Goode exceeded its goals, and 
stayed within budget that year, and 
every year since. 

A proviso from the beginning has been 
that the growers must be paid for each 
crush, before the next harvest. The grapes 
are paid for on contract, at the going 
price, and lease payments are made for 
the winery. Winery Associates is com- 
pensated with sales commissions. 
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The first wines 


The first wines were custom-crushed 
at Windsor Winery, under the supervi- 
sion of winemaker Rick Sayre and 
enologist Merry Edwards. The 1985 har- 
vest yielded 7,000 cases of Fume Blanc 
and 5,000 of Chardonnay. The Fume 
Blanc was released in spring 1986, at a 
suggested retail of $7.00/bottle. 

The plan was to sell all the wine outside 
California, unless some local business 
happened along, which it did. Almost 
immediately upon release, the new 
Murphy-Goode Fume Blanc was selected 
by Liquor Barn as the Wine of the Month 
and written up in the chain’s newsletter. 
Overnight, they had statewide distribu- 
tion in California. 

Today, approximately 22% of their sales 
are within California, although they 
didn’t even have enough wine to explore 
the Southern California market until 
January 1989. 

Production rose to 18,000 cases with 
the 1986 harvest. That year, in addition to 
6,500 cases of Chardonnay and 9,000 Fume 
Blanc, the first Murphy-Goode red wines 
were produced: 1,000 cases each of Cab- 
ernet Sauvignonand Merlot from Murphy 
Ranch hillside vineyards. 

In 1987, the winery was built by Murphy 
Ranch, and leased to Murphy-Goode. 
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Left: M-G-R partners Tim Murphy (top) 
and Dale Goode. 

Above: Randall Caparoso, Roy's Restau- 
rant, Honolulu, HI receives wine sample 
from Chris Benz, winemaker, while 
M-G-R partner, Dave Ready looks on, 

at Monterey Wine Festival. 


Money for the building was borrowed 
from PCFC against the Murphy Ranch, 
on a 25-year note. Christina Benz was 
hired as winemaker, and production 
climbed to 22,000 cases. The following 
year, 28,000 cases were produced, add- 
ing more Chardonnay and Fume Blanc. 


Five-year plan 

Even though the year-to-year PCFC 
loans were paid within terms of their 
contract, and all was going well, the part- 
ners knew they had been flying by the 
seat of their pants. By 1989 they wanted 
a better understanding of where they 
were going financially. 

“We had heard of Motto, Kryla & Fisher, 
and felt that they were the industry ex- 
perts,” Ready recalls. “We went to them 
to set up a computer program for a five- 
year plan, which carries us through the 
1994 vintage. Financing is still through 
PCFC, as needed for barrels, inventory, 
and equipment, such as the bottling line 
we added in 1990.” 

Since 1989, with the inception of the 
five-year plan, production has increased 
steadily. A reserve Fume Blanc was 
bottled from 1989, along with a young, 
approachable Cabernet Sauvignon, 
priced to sell at $10 under a Goode & 
Ready label. 

Production will remain at current lev- 
els, after significant growth in 1990/91. 
Ultimately, plans are to increase produc- 
tion to 60,000 cases/year. 

Pinot Blanc (Melon de Bourgogne) is a 
new M-G bottling that fits neatly into the 
ABC— Anything but Chardonnay-niche. 
The M-G partners had often talked about 


making wine from Pinot Blanc grapes in 
the Murphy-Goode Vineyards. Chris 
Benz, winemaker, encouraged G.M.Shon, 
assistant winemaker, to ferment juice 
from 1990 Pinot Blanc grapes in seven 
new French oak barrels. 

Most of the Pinot Blanc was sold from 
the tasting room, and a few cases went to 
specific restaurants to evaluate public 
response. The response was positive and 
over 700 cases were produced from 1991 
grapes. Expected 1992 production is 1,800 
cases which will permit limited national 
distribution. The only change in 1992, 
other than increased production, was the 
use of new American oak for barrel 
fermentation after successful experiments 
in 1990 and 1991. 

“We have reached capacity for our 
facility,” Murphy remarks, “and expan- 
sion is not planned at this time, but is 
anticipated in the future. For another 
thing, we already are using most of the 
Sauvignon Blancand Chardonnay grapes 
grown in the M-G vineyards, and most of 
the red grapes from the Murphy Ranch. 
However, our major need is more ware- 
house space.” 

Construction on a warehouse was ex- 
pected to begin after the 1992 harvest. It 
will be adjacent to the winery building, 
and will be funded and built by Murphy 
Ranch. “We are making this move to 
offset the cost of renting warehouse 
space,” Murphy notes. “Weare currently 
paying over $50,000/year in off-site stor- 
age fees for case goods and 500 barrels.” 


Taking it on the road 

Though Ready is the expert, marketing 
is a team effort, with Tim Murphy and 
Christina Benz also on the road to call on 
distributors and retail outlets. Tim makes 
four trips to eight of the winery’s 10 top 
markets each year. “When you make 
wine at our level,” he remarks, “you have 
a very personal relationship with the 
consumer, the broker, and the retailer. 

“When meeting with sales people, it is 
important for a principal to call on those 
accounts. I take a list, and go in and say 
hello. My feeling is that, if those people 
are your friends, they are going to sell 
your wines. If they don’t know you, they 
won't. Some people I only get to see 
every other year, while others I see more 
often. You tailor each meeting, depend- 
ing on who from the winery is on the 
road.” 

Chris spends two to three weeks in Los 
Angeles, CA; Seattle, WA; and the Colo- 
rado mountain resort areas of Aspen, 
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Vail, and Steamboat Springs. “That is 
probably one of the best markets for us,” 
Ready says about the ski resort areas. 
“Chris skis and attends all the winter 
events. Everyone knows her, and we 
have good restaurant contacts with people 
she knows on a personal basis.” 
Colorado is one of the five largest wine 
markets for M-G, outside of California. 
Boston, MA; New York, and the DC/ 
Maryland sector also are very active mar- 


kets. Minnesota, Ready’s home state, is 
one of the leading markets for M-G. 


Marketing strategy 

The M-G marketing strategy uses Dry 
Creek Vineyard as a role model. Since its 
beginning, Dry Creek has sold about 75% 
of its wine in restaurants. “Restaurant 
sales,” Ready comments, “are not as sub- 
ject to the ups and downs of the economy 
as retail sales are. If you put all your guns 


You Know How Io 
Plant Your Vineyard; 


We Know How To 


Finance It. 


We know because we've been 
financing vineyards for over twenty years. Which 
means we have a lot of long-term and repeat customers. 
Vineyard owners come to us because we've proven 
we can deliver credit to them ona timely basis. And we 
deliver it with flexible credit terms and competitive 
interest rates that meet their specific needs. Whether your needs 
include fixed or variable rate financing for operating expenses, 
vineyard development or acquisition, we'll make sure you 
get the quality of service you deserve. Call your nearest 
Pacific Coast Farm Credit Branch Office today. 
Or call toll-free 1-800-800-4865. 


bw 
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PACIFIC COAST FARM CREDIT 


King City Office (408) 385-5926 
Petaluma Office (707) 763-9821 
Salinas Office (408) 424-1756 


St. Helena Office (707) 963-9437 
Ukiah Office (707) 462-6531 
Watsonville Office (408) 728-2249 


Windsor Office (707) 838-7088 
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into retail, you’re subject to the winds of 
change. 

“In retail, we price to get space on the 
floor. That.is an important approach. 
When you sell to retail, you have to give 
them something for a floor display. But 
when you get your wine into a restau- 
rant, it is tasted easily by the consumer, 
especially in wine-by-the-glass programs. 
The servers usually are more knowledge- 
able and enthusiastic.” 

Like most successful wineries, M-G 
appreciates the marketing value of its tast- 
ing room. It is open from 10:30a.m. to 
4:30p.m. daily, with a staff of two. “Our 
highway is not a heavily traveled road,” 
Ready says, “but business has grown 
steadily and exceeded our projections. In 
the fiscal year ended March 1992, we sold 
3,150 cases of wine out of the tasting room. 

“In the tasting room, the winery offers 
in-house incentives — a 2% override on 
the gross, based on sales/hour, plus $50/ 
quarter on sales of M-G logo items. It 
works well, and points up our emphasis 
on everyone having an important role to 
play in the teamwork that makes M-G an 
exciting place to work.” 


The team approach 

Employees are cross-trained, and 
everyone gets to taste all the wine blends, 
wine adjustments, and cellar trials 
together. Consumers also are treated as 
part of the team. When traffic in the 
tasting room is light, the attendants 
frequently offer visitors an opportunity 
to go into the cellar and taste from the 
barrels. 

A critical element of success is the 
dynamic assemblage of partners, family 
members, and dedicated employees. “All 
the people in the Murphy-Goode organi- 
zation are every bit as committed and 
focused as the partners are,” Dale Goode 
notes. 

“I believe that winemaking is inher- 
ently a team effort,” Chris Benz concurs. 
“Each person on the team has a position, 
and you play your position. Then the team 
needs a goal, and all the team members 
need to know what the goal is, and what 
they contribute towards reaching it.” 

One unstated goal is to enjoy what you 
are doing. All the Murphy-Goode play- 
ers, from Tim, Dale, and Dave to the hose- 
dragging cellar staff, obviously find that 
goal easy to reach. And it’s one goal that 
doesn’t call for a consultation with Lind- 
say Wurlitzer, or a loan from PCFC. It 
seems some of the best things in life still 
are free. a 
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Frost prevention 
InN vineyards 


By Robert Steinhauer, M.S. 
Beringer Vineyards, St. Helena, CA 


Frost prevention in many of California’s 
premium coastal vineyards is essential. 
Growers in the North Coast American 
Viticultural Area (Lake, Mendocino, 
Napa, and Sonoma Counties) have been 
using various frost-prevention methods 
since the inception of vineyards in this 
area. 

Originally, most of the vineyards were 
planted on hillsides, where spring frosts 
do not occur, for the most part. During 
the 1960s, vineyard planting became more 
prominent on the valley floor, and most 
growers simply risked frost damage. 
Others used a method of heat generation, 
such as burning straw. 

Today, almost all vineyards have some 
form of frost prevention. Sites with little 
to no frost, such as many hillside loca- 
tions, require no frost-prevention equip- 
ment. 

Where low temperatures prevail, over- 
head sprinkler systems and wind ma- 
chine/heater combinations (the two most 
common frost-prevention methods) are 
employed. 

Overhead sprinklers provide an effi- 
cient and reliable method of frost preven- 
tion, and also are used for irrigation and 
cooling. Wind machine/heater combi- 
nations are used where water supply is 
lacking, or where very low temperatures 
rarely occur. 

Some Beringer Vineyards sites utilize 
only wind machines, due to the low inci- 
dence of temperatures below 29°F or the 
lack of sufficient water for sprinklers. 
Most wind machines have a diesel en- 
gine. Handling of the fuel creates some 
risk of soil or water contamination from 
accidental spills, especially near water- 
ways. 

Sprinklers can protect vines on a very 
cold night, whereas, in my experience, 
wind machine/heaters provide good 
prevention only down to about 27°F. 


Heaters, by themselves, provide radiant 
heat only and require dense spacing to be 
effective. Today, they are a waste of time 
and energy. 


The cold reality 

Harold Coffer, Agricultural Meteo- 
rologist for the National Weather Ser- 
vice, reviewed temperatures at the Napa 
Key Station during the spring frost sea- 
son and found the lowest reported tem- 
perature in 44 years to be 26°F. The range 
of nights per season below 28°F was zero 
toseven. This station suggests that either 
system — sprinklers or wind machine/ 
heaters — will give adequate protection 
in most North Coast sites. 

The frost season in the North Coast 
begins at budbreak (typically March 15 
for Chardonnay) and continues to mid- 
May. As the season progresses, the threat 
of low night-time temperature di- 
minishes. There are exceptions, how- 
ever. A cold spell on May 16 and 17, 1974 
caused serious damage, and night-time 
temperatures below freezing have 
occurred as late as June 6. 

The choice of a frost-prevention sys- 
tem depends on several factors, includ- 
ing the grape variety to be protected. On 
average, from March 15 to April 1 in the 
North Coast, there are about five nights 
when temperatures fall below freezing. 
Early-budding varieties, like Chardon- 
nay, require more frost prevention than 
late-budding varieties such as Cabernet 
Sauvignon. 

Critically low nighttime temperatures 
generally last for only a few minutes just 
before dawn, but, on rare occasions, have 
lasted up to eight hours. The general rule 
is that, on average, about 30 hours of frost 
occur per season in the North Coast, with 
some colder areas recording higher inci- 
dence. The colder areas of Napa County, 
such as Pope Valley and Foss Valley, 
routinely have temperatures below 32°F 
for up to 10 hours on very cold nights. 

It’s been my experience that the North 
Coast spring weather conditions that 
cause freezing temperatures are always 
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due to radiational freezing. It is common 
for rain to be followed by a cool, dry air 
mass which originates over the Bering 
Sea. Daytime temperature can be warm, 
but after sunset, radiation cooling causes 
temperatures to fall below 32°F. Gener- 
ally, the North Coast is covered by a 
temperature inversion with relatively 
high dew points. 

However, in the past few years, only 
minor frost protection has been required 
in the North Coast; but in 1970, frost 
protection was needed for 28 nights in 
April! The highest concentrated inci- 
dence of frost recorded at Rutherford 
Key occurred in 1955, with five continu- 
ous nights of long frost-durations. Pope 
Valley recorded 200 hours of frost in 1970. 


Sprinkler design criteria 

The typical system for sprinkler frost 
prevention applies water at 50 to 55 gal- 
lons/minute (gpm) per acre. Most com- 
monare 1.8-gpm sprinklers, spaced 50-ft. 
x 30-ft. apart. This amount of water en- 
capsulates the green leaf and cluster tis- 
sue in a thin shield of ice, keeping the 
temperature at or above 32°F. 

Warm water (50° to 60°F) from reser- 
voirs or wells, applied by sprinklers, re- 
leases approximately 30 BTU of heat per 


pound, or some 747,000 BTU’s of heat per 
hour per acre. On many nights, this 
amount of heat will protect the vines’ 
green foliage without forming ice. Fifty 
gpm/acre of 32°F water turning to ice 
releases an additional 144 BTU’s of heat 
per pound or some 3,585,000 BTU’s per 
acre. This provides protection to as low 
as 24°F, 

With the relatively high dew points 
enjoyed in the North Coast of California, 
good prevention through sprinklers has 
been accomplished in temperatures as 
low as 21°F. Radiation to clear sky on a 
frosty night is estimated to be approxi- 
mately one million BTU/hour/acre, and 
may be as high as nine million BTU’s on 
avery cold night. This loss must be made 
up by some method in order to prevent 
damage. 

Beringer Vineyards’ design criteria for 
overhead sprinkler installation is for 
50-gpm for five consecutive eight-hour 
nights and capacity for a minimum of 
50 hours total frost. Our requirementis to 
have 150,000 gallons/acre available, 
either by storage in off-stream reservoirs 
or by a combination of reservoir storage 
and recharge from well, stream flows, or 
draintile. The reservoir and water sup- 
ply generally supports summer irriga- 


Item: 
1. Dam and reservoir: 12-acre feet 
2. Well or creek supply with pump 


5. Drip system for 1,078 vines /acre 
6. Engineering and water rights 
7. Miscellaneous expense 


TOTAL 


Wind machines/heaters and drip 


Item: 

1. Wind machines: one per 10 acres 
2. Heater for 10 acres, assemble 

3. Heater fuel, 100 gallons at $1/gal 
4. Water source: well with pump 

5. Drip systems, 1,078 vines/acre 

6. Drip filter station, central 

7. Engineering 

8. Miscellaneous expense 


TOTAL 


* This assumes adequate well production for drip. 


3. Pump station: diesel engine, turbine pumps, sprinkler 
filter and drip sand media filter plus appurtenances 
4. Mainline and grid system and sprinklers 


Sprinkler frost prevention and drip 


Cost/Acre 
$1,250 
$1,250 


$1,250 
$1,500 
$1,200 
$250 
$300 


$7,000 


Cost/Acre 
$1,500 
$400 

$100 
$1,250 
$1,200 
$100 

$100 

$150 


$4,800* 


If dam and reservoir are required as the water supply, costs change dramatically 
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e Shakers, fan speeds 
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© Powered wheels 
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harvesting head 
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° Harvesting 
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¢ New harvesting system 


EUROPRESS 


¢ Stainless steel membrane press 

¢ 1800, 2200, 2600, 3000, 4000, 
5000, 8000, 12,000, 25,000 L 

¢ Fully automatic control 

¢ Central feed in 


Turn Key Operations 


¢ Grape—pomace Gondolas 
¢ Destemmer—Crushers 

¢ Must, juice, Wine Pumps 

¢ SS-Tanks, Fittings, Valves 

e Filters ¢ Steam Generators 
e SO, Doser ® Tank Cleaners 
© Bottling Equipment 


For more information 
call or write 


EURO-MACHINES 


vineyard and winery equipment 
P.O. Box 843 
Culpeper, VA 22701 
Phone (703) 825-5700 
Fax (703) 825-5789 
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tion also, and reservoirs should be re- 
filled after frost season for this purpose. 

It is, however, very common to install 
both overhead sprinklers for frost pre- 
vention and drip systems for irrigation. 
These dual systems are expensive, but 
the added advantages of drip irrigation 
justify the additional cost. Drip irrigation 
is appropriate, especially in limited wa- 
ter situations, and is the most efficient 
method of irrigation. 

In many Beringer sites, we also use the 
sprinklers for cooling, when tempera- 
tures exceed 105°F, to keep the vine tem- 
perature around 95°F. 

Over the last 10 years, some significant 
refinements have been made to sprinkler 
systems at Beringer. All systems have a 
flow-control mechanism; most recently a 
flow-control nozzle is being used. This 
flow-regulating control allows uniform 
water application on our undulating ter- 
rain. The flow-control nozzles operate at 
low pressure as well. 

Low-pressure nozzles operating at 
36-lbs per square inch (psi) and applying 
50-gpm, have been installed on over 600 
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acres of Beringer vineyards. The low- 
pressure nozzle produces good unifor- 
mity, reduces nozzle-clogging, and de- 
creases total energy, pump, and engine 
requirements by 28%. This substantially 
has reduced the initial capital expendi- 
ture and annual operating costs. 

Listed on the previous page are the 
average capital costs to develop a typical 
40-acre water system for frost prevention 
and irrigation. These numbers are based 
upon recent Beringer installations. 

The additional capital costs for water 
frost-protection are approximately 
$2,200/acre more compared to wind ma- 
chines/heaters. This additional capital 
cost is soon recovered in years with 
average frost conditions, due to the much 
Dr. Charles Krauter, Dr. Keith Striegler, 


_ Dr. Ken Solomon, and David Zoeldeski 


at California State University, Fresno, are 
conducting a study to find a micro-sprin- 
kler that will apply a targeted band 2-feet 
wide. If successful, Beringer Vineyards 
would seriously consider this water-sav- 
ing system. 

I would give our industry, both grower 


and supplier, fairly poor grades as inno- 
vators. We must provide more efficient 
water-saving frost-protection equipment 
in the future. Perhaps it will come in the 
form of a targeted system, fog system, 
infrared lights, chemical, or some other 
technology. But whatever method is used, 
it must be developed for California crops. 

In summary, Beringer Vineyards. will 
continue to install sprinkler frost protec- 
tion and wind machines, depending on 
the grape variety and historical frost con- 
ditions. Beringer Vineyards will support 
research to develop targeted systems or 
other methods of frost protection which 
would reduce operating cost and save 
water. Frost protection is an essential 
element in the management of a success- 
ful coastal vineyard. a 


Presented at “Frost Protection Strategies for Trees 
and Grapevines” seminar, Fresno, December, 1991, 
sponsored by Calif. Agricultural Tech. Institute 
(CATI), Center for Irrigation Technology (CIT), and 
the Viticulture & Enology Research Center (VERC) 
at California State University, Fresno. 
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Grape Stakes & Crossarms 


Manufacturers of the Strongest 
Steel "V" Stakes on the Market 


Strength, Flexibility, Durability 
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GDC Crossarms 
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For More Info. 


Metal End Post & Anchor Post 


800-423-8016 in CA 
805-324-6514 


FAX 805-324-6566 


Members of: CWAG, No. Coast, Napa Valley, Central Coast, Monterey, 
Paso Robles, Santa Barbara, Grape Growers Associations 


3530 Pierce Rd., Bakersfield, CA 93308 


Our non-lethal, environmentally safe 
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free tomorrow. Call 1-800-662-5021 
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of your grapes? 


By Carole Meredith, Associate Professor, 
Dept. of Viticulture & Enology, 
University of California, Davis 


William Shakespeare questioned whether 
names were really all that important. Af- 
ter all, “that which we call a rose by any 
other name would smell as sweet.” By 
that reasoning, a Chardonnay by any 
other name would taste as good, but try 
telling that to the Bureau of Alcohol, 
Tobacco and Firearms! 

For winegrapes, the name is critical. If 
you don’t use the right name, you can get 
into real trouble — with the government 
if you’re a vintner, with the winery and 
the government if you’re a grower, and 


Ruby Cabernet 
Sauvignon Blanc 
Chenin Blanc 
Alicante Bouschet 
Petite Sirah 


Carignane 


Cabernet Franc 
Cabernet Sauvignon 


Grenache 


with everyone if you're a nursery opera- 
tor whosells vines under the wrong name. 

Almost all winegrapes in California 
are traditional European varieties. The 
people who originally brought them to 
California didn’t always appreciate the 
importance of keeping the namesstraight. 
Asaresult, there have been mix-ups. The 
same is true in Australia, Chile, and other 
young wine regions that imported 
European varieties. 

So, in addition to guarding against 
mistakes made today, we must contend 
with the legacy of yesterday’s laxity. Over 
the years, some of these errors have been 
discovered and resolved, but even today 
uncertainties linger about the true iden- 
tity of some winegrapes in California. 

How do you know what variety you 


Napa Gamay 
Chardonnay 
Colombard 
Gewtrztraminer 
Riesling 

Trousseau 

Palomino 

Thompson Seedless 


Partial DNA fingerprints of 22 grape varieties. Each vertical lane displays the band 
pattern produced by the DNA ofa single variety. The arrows at left indicate those bands 
that are consistently clear enough to be scored. The complete DNA profile 

fora variety requires several panels like this. 
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have? By looking at the vine and the 
fruit? Just about anyone who has spent 
any time around grapes can distinguish 
Cabernet Sauvignon from Barbera, or 
Chardonnay from Thompson Seedless. 
But it’s not always that easy. 

There are literally thousands of grape 
varieties and many look very muchalike. 
Can you tell the difference between Zin- 
fandel and Valdepenas? One of them has 
more than twice the dollar value of the 
other. How about Chardonnay and Pinot 
blanc? Or is it Melon? Experts say that 
what we in California have always called 
Pinot blanc is really another French va- 
riety called Melon, but almost everyone 
still calls it Pinot blanc. 

Obvious misnomers are easily detected, 
but what about the more subtle ones? 
Vintners rely heavily on vineyard man- 
agers or grape buyers to assure them of 
the varietal identity of the fruit they crush. 

Growers rely on people they buy their 
vines from, whether it’s budwood from 
the grower next door or certified stock 
fromareputable nursery. Ultimately, we 
all rely on experts, individuals who have 
been looking at vines for years and whose 
judgment is widely respected. 


Ampelography 

How do the experts identify grape- 
vines? They use a method called 
ampelography, a word that comes from 
the Greek and means, almost literally, 
vine description. They examine a vine, 
and the ripe fruit if it’s available, and 
compare the appearance with authorita- 
tive descriptions of that variety. 

Particular emphasis is placed on the 
leaf. What is its shape? What kind of 
hairs does it have? Such descriptions can 
get very detailed, right down to the size 
of the angles between the veins. 

The weakness of this method, however, 
is that these characteristics are not al- 
ways Stable. Even on the same vine, leaf 
shape and size can vary considerably. Soil 
problems, water stress, and viruses also 
can change the appearance of leaves, as 
can the way the vine is trained and pruned. 
Fruit color can be influenced by climate 
and disease. The appearance of clusters 
can be altered by the weather at bloom. 

Identifying a vine by its appearance is 
not easy, even for an expert ampelogra- 
pher. In the end, it’s a subjective judg- 
ment. When two experts are asked to 
identify the same vine, they don’t always 
come up with the same answer. Identify- 
ing a vine on the basis of its appearance is 
far from foolproof and, when economic 
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Ag Structures, Inc. 


* Lodge pole pine posts 
available in all sizes. 
Long life. AWPA certi- 
fied for use under- 
ground. 


« High Tensile Wire 


* certified strength 

* guaranteed footage 
* Class II| galvanized 
* thread wound coils 


* Dura Wheel Wire 
Strainers 
* designed by A&P 
for trellis use 


* Complete line 
of high strength 
vertical stakes 
and cross- 
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NEW FROM KIMCO 


MODEL 9300 
IN-ROW-VINE AND TREE TILLER 


Join the new generation of tree fruit and vineyard 
producers choosing the superior Kimco Model 
9300 In row Tiller to keep berms weed free, clean 
of trash and environmentally sound. 
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Significant design changes over older models: 
- FASTER - FITS TO 8' ROWS 
- MORE ACCURATE - REVERSIBLE HEAD 
- MORE COMPACT - CLEANS BERM AS IT TILLS 
- CAN ELIMINATE USE OF HERBICIDES 
AND FRUSTRATING GOVERNMENT PAPERWORK 
- ADAPTS TO MOST ANY WHEEL TRACTOR 


Our new Model 9300 has been proven in 
the field with both old and new customers. 
We'd like to here from you! 


1-800-356-9641 


KIMCO MFG., INC. - FRESNO, CA 
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or legal consequences are at stake, it can 
be rather risky. 
Isozymes 

But what else is there? If you can’t tell 
a book by its cover, you look inside. In- 
sidea grapevine there isa lot of biochemi- 
cal machinery that makes it look the way 
it looks and taste the way it tastes. Some 
components of this machinery differ from 
variety to variety. 

Some biochemicals, namely enzymes, 
can be measured quite easily in the 
laboratory. A method for vine identifica- 
tion called isozyme analysis can be used 
to detect slightly different versions of 
common enzymes (isozymes) in differ- 
ent varieties. Researchers in California 
and Europe first used this approach to 
characterize grape varieties almost 20 


| years ago, and it is still used today. 


However, only a few versions exist for 
any one enzyme. So even when the re- 
sults from several enzymes are combined, 
in most cases it has not been possible to 
distinguish individual varieties, but only 
to separate them into groups. When this 
kind of information is combined with 
ampelography, however, it has proven 
quite useful, particularly since it does not 
require a lot of sophisticated equipment 
or highly skilled personnel. 

Although isozyme analysis is more 
objective than ampelography, the 
biochemical machinery on which it is 
based is not immune to outside influ- 
ences. Because biochemical processes in 
grapevines are strongly influenced by 
temperature, water stress, and disease, and 
can also vary in different parts of the plant, 
isozyme analysis is not always reliable. 


DNA fingerprinting 

Is there a more certain way to establish 
the identity of a variety? Yes, by going to 
the core of its identity, its DNA* code, the 
genetic blueprint that is the origin of its 
every characteristic, including appear- 
ance and flavor. 

By analyzing a vine’s DNA, we can 
avoid the problems of variability and 
subjectivity that plague other methods. 
While the physical manifestation of the 
DNA code might be modified by outside 
influences, the code itself is constant. 

This concept is the basis for human 
DNA fingerprinting, a technique that has 
survived intense scrutiny in legal and 
scientific circles. It is now widely ac- 
cepted as evidence of identity in criminal 
cases, paternity suits, and immigration 


“deoxyribonucleic acid, the chemical substance 
of which genes are composed. 
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applications. 

Human DNA fingerprints are pro- 
duced by purifying the DNA froma very 
small sample of tissue, usually blood, 
and subjecting it to a series of biochemi- 
cal manipulations that produce a specific 
pattern of dark bands, something like a 
bar code. The pattern is determined by 
that individual’s DNA code. : 

Unless they happen to be identical 
twins, the patterns generated from two 
different people will be different. If the 
most sensitive of the several variations 
on this technique is used, the probability 
of two people having the same pattern is 
less than one in a trillion trillions, a num- 
ber that is more than a quadrillion times 
the number of people on earth. 

It is easy to see why human DNA 
fingerprints, as long as they are produced 
by skilled technicians under carefully 
controlled conditions, are generally ac- 
cepted as being individual-specific. 
(There is an interesting article about 
human DNA fingerprinting in the May 
1992 National Geographic.) 

Using a very similar approach, we have 
now developed a way to identify grape 
varieties with great confidence, based on 
their DNA code. We isolate the DNA 
from a small sample of vine tissue, 
usually leaves and shoot tips, but other 
parts of the vine can be used, even dor- 
mant wood. Wetreat the DNA much like 
human DNA is treated and a similar 
pattern of bands is produced. 

Different varieties produce different 
patterns, and we have calculated that the 
chance of two different varieties having 
the same pattern is less than one in six 
million. This number is so much larger 
than the number of grape varieties 
(between 5,000 and 15,000) that, for all 
practical purposes, this DNA fingerprint 
can be considered variety-specific. 

So far we have concentrated our efforts 
on developing this method and verifying 
that it works, using DNA from most of 
the important California winegrape 
varieties. Although we haven’t had a 
chance yet to focus on specific variety 
questions, our preliminary work has pro- 
duced some rather interesting results. 


Grape varieties in California 

We included both Zinfandel and 
Primitivo in the group of varieties 
surveyed in our developmental work. 
Primitivo, a variety grown in Southern 
Italy, is thought to be the European 
progenitor of Zinfandel. 

Vines of each, planted side-by-side at 
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UC Davis, are indistinguishable and so 
are their isozymes. Thus, it came as no 
surprise to find that the DNA finger- 
prints of Zinfandel and Primitivo are 
identical. The true identity of Zinfandel 
now seems to be confirmed beyond a 
reasonable doubt. 

Wealsoincluded the variety Petite Sirah 
and its presumed European counterpart, 
Durif, and got a surprise. The DNA 
patterns were quite different. We cannot 


conclude from these preliminary results 
that Petite Sirah and Durif are not the 
same variety. Now we must rule out 
planting and labeling errors and also ex- 
amine the several selections of Petite Sirah 
and Durif in the UC Davis collection. But 
we are confident that the particular vines 
from which we isolated the DNA are 
indeed different varieties, even though 
they look the same. 

Now that we have such a powerful 
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tool, we are beginning to use it to investi- 
gate the true identity of several varieties 
in California. In addition to Petite Sirah 
and Durif, we will compare other variet- 
ies with their presumed European twins, 
such as Pinot blanc/Melon and Napa 
Gamay/ Valdiguié. 

From time to time, visiting Europeans 
have suggested that other California 
varieties may be identified incorrectly. 
Rather than live with these troubling 
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questions, we can now find the answers. 
Let’s be certain that our Chenin blanc is 
truly the Chenin of the Loire and that our 
Merlot is that of Bordeaux. 

It’s not only wine varieties we have to 
worry about. Rootstocks can get mixed 
up too. Having the right rootstock has 
never been more important than it is 
today. We have examined the berland- 
ieri-riparia rootstocks, a group that in- 
cludes SO4, 5C, and others that are very 
difficult to distinguish by appearance, 
and found that each one has a distinct 
DNA pattern. 


Even better methods 

The tools of molecular biology are 
evolving at an incredible rate. By the 
time one tool is adapted to a practical 
application, there is usually an even bet- 
ter one waiting in the wings. 

Such is the case for DNA fingerprint- 
ing. The method we have now devel- 
oped is powerful, but technically diffi- 
cult and time-consuming. An equally 
powerful approach, but one that will be 
simpler and faster, is promised by a mar- 
vel called the PCR machine. 

PCR stands for Polymerase Chain Re- 
action, a process by which small seg- 
ments of DNA are multiplied and thereby 
made easily detectable without the need 
for the radioactive labeling we now use. 
The PCR machine, which automates this 
process, has become a basic item in every 


molecular biology laboratory, including 
ours at UC Davis. 

We have investigated the use of PCR- 
based DNA fingerprinting methods, but 
find them extremely sensitive to subtle 
variations in technique. We do not yet 
have enough confidence in the reproduc- 
ibility of these results to abandon our 
current method. Within two or three 
years, however, it is likely that a reliable 
PCR-based DNA fingerprinting method 
will replace the present one. 


Clones 

The logical extension of variety identi- 
fication is the identification of clones 
within a variety. In Europe, many clones 
exist for major varieties and their 
attributes are well-documented. In Cali- 
fornia, there are only a few clones of a few 
varieties, but some clones are considered 
better than others. It would certainly be 
useful to know which clone a grower has, 
and whether it is the same as a well- 
characterized European clone. 

Because the genetic distinctions 
between clones are different, both in 
nature and degree, from those between 
varieties, a DNA fingerprinting method 
for clones must be different than for 
varieties. The method we use for variet- 
ies was developed specifically for that 
purpose and does not distinguish clones 
(or simple color variants like Pinot noir 
and Pinot gris). We have now embarked 
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upon a new line of investigation aimed at 
developing a method to identify clones. 


Origins 

In addition to answering practical 
questions about the identity of grape va- 
rieties, DNA fingerprinting may alsoshed 
some light on their history. The more 
similar the DNA patterns of two variet- 
ies, the more likely they are to be related 
and to share a common origin. 

Because grapevines have migrated with 
human civilizations for thousands of 
years, many varieties may have origi- 
nated in places other than where they are 
found today. Their true stories, however, 
are either lost in time or only suggested 
by ancient writings. 

By comparing the DNA fingerprints of 
a large number of varieties, we may be 
able to produce a kind of family tree that 
would reflect their roots. It is somehow 
satisfying to realize that the tools of 
molecular biology can do more than pro- 
pel us into the future. They also may 
provide a window into the past, giving us 
a better view of the intertwined history of 
grapevines and human culture. a 


Author’s Note: The work described here was 
carried out by research associate Taffy Bandman and 
graduate students John Bowers and Bibiana Guerra. 
The early stages of the research were supported by 
funds from the Varietal Integrity Program of the 
California Dept. of Food & Agriculture Winegrape 
Inspection Program. 
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FOR THE VINEYARD: 


Equipment, nurseries, and supplies 


A & P Ag Structures, Inc. 

A &P Ag Structures, Inc., is committed to 
providing high quality trellis materials 
and professional installation service. 

A & P supplies treated lodgepole pine 
posts to growers throughout the western 
U.S. These posts are certified to meet 
American Wood Preservers Association 
specifications, which not only assures 
depth of CCA penetration, but the size 
and quality of the post. 

A &P carries a full line of wire prod- 
ucts, including the A & P Dura-Wheel 
Strainer and high-tensile wire. This wire 
is strength-rated Class III galvanized and 
delivered in thread-wound coils with 
guaranteed footage — no more waste 
and no more guess work. 

Our Redwing Crossarms, developed 
in 1990, are popular with growers in 
reducing sunburn on divided canopies in 
hot regions and our new vertical stake 
with clips or crossarms are providing 
versatility and strength. 

Our whole line of crossarms and stakes 
are made from high-carbon steel to in- 
sure longer life, excellent ‘memory’, and 
greater strength. 

Whether you require a standard ‘T’ 
trellis for mechanical harvesting ora Lyre 
system, A & P has the products to meet 
your needs. Proven designs, guaranteed 
installation, and a wide variety of materi- 
als all at competitive prices. 

Fifteen years of commitment to design, 
installation, and the needs of growers. 

For more information, contact: A & P Ag 
Structures, Inc., David Parrish, 11266 
Ave. 264, Visalia, CA 93277, tel: 209 /685- 
8700 OR David Taylor, 4102 St. Helena 
Hwy, Calistoga, CA 94515, tel: 707/942- 
9579. 

Please see our ad, page 28. 
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Agritope, Inc. 

Agritope has developed proprietary 
propagation methods for production of 
phylloxera-resistant grape rootstock and 
scion varieties. This method involves the 
growthand rapid multiplication of plants 
in sterile tissue culture vessels, acclima- 
tion in the greenhouse, and growth to full 
size in artificial soil media and clean field 
conditions. 


VitroVine™ certified grape plants are 
derived from registered stock acquired 
directly from state certification programs 
in Oregon, California, and British 
Columbia. Produced under carefully 
controlled, disease-free conditions, 
VitroVine™ plants are uniform, true-to- 
type, and of high quality. 

Plants are available as budwood, rooted 
rootstock, or grafted. Varieties include: 
rootstocks SO-4 and Riparia Gloire; sci- 
ons Pinot Noir 114, 115, 375, and Char- 
donnay clones 75, 95, 96. 

As part of Agritope’s EliteClone™ pro- 
gram, services are offered for the disease 
assessment and elimination and accurate 
clonal identification of selected plant 
materials. Using molecular and immu- 
nological methods, Agritope will assess 
the disease status of field selections and 
undertake various disease elimination 
strategies, if appropriate. Similarly, the 
identity of material of dubious back- 
ground can be determined. Aftercleanup, 
plant materials will be multiplied using 
Agritope’s propagation process and can 
be delivered in large quantity as bud- 
wood or grafted to rootstocks of choice. 

For more information, contact: Steve 
Levenhagen at Agritope, Inc., 8505 SW 
Creekside Place, Beaverton, OR 97005- 
7108, tel: 503/526-8903, fax: 503/643-2781. 
Please see our ad, page 30. 
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AgFast Corporation (formerly AgTex) 
AgFast Corporation has many products 
engineered to serve specific functions in 
the vineyard. They are designed for easy 
field use with a minimum of tools and are 
made from materials that resist deteriora- 
tion from chemicals and extremes in tem- 
perature. The plastic products 
contain carbon black additive to enhance 
their resistance to ultraviolet deteriora- 
tion. 

AgLok”™, suitable for most tying and 
training applications, is available in 
11-inch pieces, 150-ft. dispenser 
cartons, and 500-ft. spools. 

AgTensor™ ailows simple, one person 
tensioning of fence and trellis wires. Ac- 
commodates up to 12-gauge wire and 
will take up as much as 18 inches of wire. 

Wirevise is a trellis and fence wire an- 
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chor that securely holds wires to end 
posts. 

Wirelink allows simple tool-free splic- 
ing of fence or trellis wires. Broken or 
sheared ends of a wire are slipped into 
either end of the Wirelink and the splice 
is made — no tools required. Available 
for wire, 9- through 13-gauge. 

DripLok™ is an irrigation dripline 
holder providing an economical and effi- 
cient method of supporting irrigation hose 
from the support wire. The part will not 
stretch out of shape and is designed with 
a built-in saddle which prevents water 
flow restriction caused by hose indent- 
ing. Its self-locking feature makes instal- 
lation and removal fast and easy. Avail- 
able in two sizes to accommodate up to 
7k-inch hose diameter. 

For your nearest dealer, contact: AgFast 
Corporation, 1617 S.California, 
Monrovia, CA 91016, tel: 800/834-2866, 
fax: 818/303-6085. 

Please see our ad, page 13. 
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BIRD-X, INC. 

Stop bird theft and damage today! Pro- 
tect your wineries, vineyards, and profits 
with effective, affordable products from 
BIRD-X, the world’s leading pest control 
specialists: 


" BirdGard. 
Electronic Repeller 


BIRDGARD electronic repeller emits 
intense ‘distress calls’ that pre-empt the 
birds’ own defensive signals. The com- 
pact, portable unit is easily installed and 
can run on AC, DC, or solar power. 

AVA ALARM sonic bird repeller’s 
intense output creates a hostile environ- 
ment that frightens and keeps birds away 
by simulating the screeching of panicked 
birds with three distinct, varying sounds. 
Cover nine to 15 acres from AC, DC, or 
solar power. 

TERROR EYES holographic, moving 
eye visual device has two sets of holo- 
graphic eyes that actually move. Birds 
fear a predator watching them. 

IRRI-TAPE iridescent diffraction rib- 
boncombines holography, wind and light 
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to repel birds by affecting three different 
senses. Scary 3-dimensional images, 
fierce metallic rattle, and a physical bar- 
rier to landing strips create ‘off-limits’ 
zones. 

ULTRASON-ET ultrasonic bird 
repeller chases birds away from any in- 
door or semi-enclosed processing or stor- 
age area. Constantly changing sound 
waves bounce off beams and walls, and 
give birds nowhere to hide. 

Distributors are sought by BIRD-X, the 
bird control x-perts. 

For more information, contact: Bird-X, 
Inc., 730 W.Lake St., Dept. PWVR, 
Chicago, IL 60661, tel: 312/648-2191, fax: 
312/648-0319. 

Please see our ad, page 26. 
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John Caldwell Viticultural Services 
A selection of high-quality rootstocks are 
available: 1616C (Couderc), 3309C 
(Couderc), 5BB Kober, 1103 Paulsen, 
420-A MG, Freedom, 775 Paulsen, 
140 Ruggeri, 110-R (Richter), 101-14 MG, 
SO-4, 99-R (Richter), Teleki 5C, Riperia 
Gloire. 

John Caldwell Viticultural Service 
specializes in clonal selections of Caber- 
net Sauvignon, Chardonnay, Merlot, 
Sangiovese, and Dolcetto. There is an 
excellent selection of grafted vines, 
propagation materials, and a unique 
VER-TRELL trellis system. Plants are 
available as budwood, rooted cuttings, 
or grafted. Delivery can be made potted 
or bare-rooted, active or dormant. 

Vineyard planning and consulting are 
available. 

For more information, contact: John 
Caldwell Viticultural Service, 2180 
Jefferson St., Napa, CA, 94559 tel: 707/ 
255-1294, fax: 707/226-9026. 

Please see our ad, page 24. 
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Domaine Chandon, Inc. 

The grapevine nursery of Domaine 
Chandon offers a full line of Vitis vinifera 
winegrape varieties and clones grafted 
onto a large selection of phylloxera-resis- 
tant rootstocks. 

Vines are available as either green- 
house-grownin pots for direct mid-spring 
planting or dormant for winter/early 
spring planting. Dormant rootings of 
rootstocks are also available. 

Rootstock varieties include: 110-R, 
P-1103, 3309-C, 5C, 420-A, 101-14Megt, 
R-140, St. George, 44-53M, 039-16, and 
others. 
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Dormant vines are stored in cold 
storage following a rigorous sorting dur- 
ing which all graft unions are tested for 
strength and fit. Clonal work is 
accepted with minimum amounts nego- 
tiable. 

For more information, contact: Domaine 
Chandon, Ernie Weir, Nursery Manager, 
PO Box 2470, Yountville, CA 94599, tel: 
707/255-1807, or 707/944-9400, ext. 246, 
fax: 707/944-1123. 

Please see our ad, page 30. 
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Duarte Nursery, Inc. 

A new option is available for your vine- 
yard! Duarte Nursery, Inc. (DNI), pro- 
duces bench-grafted greenvines in 1-quart 
plastic pots which offer several advan- 
tages over conventional green-grafts 
grown in paper sleeves. 

The 3.25" x 6" pots allow each vine 
more than triple the greenhouse growing 
area and twice the soil volume of the 
conventional 2" x 9" paper sleeves. The 
potted bench-grafted greenvines are 
individually selected and shipped only 
when they have maturing top growth 
and developed root systems. The plastic 
pot is removed at planting, allowing the 
vine roots to establish directly into the 
vineyard soil. Field results with the DNI 
potted vines have been excellent with 
stands over 99% in many cases and strong 
first year growth. 


DNI potted bench-grafts are propa- 
gated and grown in a special facility, 
built in 1988, to produce top quality 
grapevines. DNI uses an underbench 
heating system, progressive ventilation 
and humidification systems, and a unique 
callusing technology to make the DNI 
potted bench-grafted greenvine a truly 
new option for your vineyard. Duarte 


Nursery is five times larger than its origi- 
nal size, primarily due to the fast-grow- 
ing popularity of the potted bench-grafted 
greenvine. 

DNI also produces field-grown dor- 
mant bench-grafts and rootings and pot- 
ted dormant bench-grafts. Both the green 
and dormant potted bench-grafts may be 
shipped into states where 100% soilless 
media is required for pest quarantine (i.e. 
Oregon). DNI supplies winegrape grow- 
ers with many certified rootstock variet- 
ies and a complete selection of certified 
and industry selections of scion varieties 
available for custom grafting in 1993. 

Delivery, field service before, during, 
and after planting, anda guaranteed stand 
are all free with most orders. 

For more information, contact: Jim or John 
Duarte at 1-800-GRAFTED (1-800/472- 
3833) or Fax: 209/531-0352, 1555 Baldwin 
Rd., Hughson, CA 95326. 

Please see our ad, page 37. 
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Euro-Machines, Inc. 

The BRAUD 524 is a tractor pull-type 
grape harvester. The strong square tube 
structure, connected to the wheels by a 
hydraulically-controlled articulated arm, 
allows the lifting of the entire machine 
with up to 30% side slope correction by 
electro-hydraulic controls to enable the 
machine to maintain a clearance of 15cm 
to 75cm above ground. 

All speed adjustments to the different 
units (shaking, conveying, cleaning) are 
hydraulically controlled from the tractor 
seat. Since there is no mechanical drive 
shaft, the whole coupling unit can be 
raised, easing the handling of the ma- 
chine in the narrowest turns. 


The harvesting unit is a pendulous self- 
aligning type (composed of shakers, shells, 
conveyor leaf extractors, and a discharge 
arm) suspended from the chassis by achain 
located at the frontand rear of the machine. 
Free to move, the harvesting unit is guided 
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by the vines, and has a 25cm swing on each 
side of the row. 

Grapes are collected by two rows of self- 
cleaning shells. Minimum harvesting 
heightis 20cm, and the maximum is 1.70m. 

Sixteen round-shaped fiberglass shaker 
sticks are supplied with the machine. 
Speed variations can be infinitely adjusted 
from 0 to 600 strokes/minute, from the 
tractor seat. The two shaker bars provide 
24 positions in a 1.25m height. Each 
shaker stick can be swivelled. 

The conveyor speed is adjustable and 
has no relation with the forward speed of 
the machine, nor with the rhythm of the 
shakers. To ease filling of the trailer with 
grapes, the unloading conveyor can be 
swivelled and adjusted in height. 

Leaf removal is done by two extractors 
with hydraulically adjustable speed, 
which create an ascending air current 
which efficiently removes all leaves be- 
fore the grapes fall into the conveyors. 
Each extractor has a vine-shoot chopper. 

A stainless steel hopper with an 800-L 
capacity is emptied on the left side by 
means of a hydraulic ram. 

All components in contact with the 
grapes are food-grade. All flexible hy- 
draulic connections are located outside 
the harvesting tunnel. 

The BRAUD 524 is equipped with two 
self-regulating driving wheels. 

For more information, contact: Euro- 
Machines, Inc., PO Box 843, Culpeper, 
VA 22701, tel: 703/825-5700, fax: 703/ 
825-5789. 

Please see our ad, page 25. 
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Jim’s Supply Co., Inc. 

Jim’s Supply has been a leader in the 
innovation of new trellising. We manu- 
facture the strongest V-grapestakes and 
cross-arms available today. 

Wealso manufacture a complete selec- 
tion of metal grapestakes, metal cross- 
arms, metal end posts, trellis braces, ten- 
sion clips, vertical trellis systems, GDC 
systems, and lyre systems. 

Jim’s Supply distributes wood stakes 
and cross-arms, end posts, all sizes of 
trellis wire, pruning equipment, tying 
materials, nails and staples, crimp sleeves, 
vises and links, Gripples, and fencing. 

A full sales staff insures quick and 
courteous replies to all inquiries. We can 
supply everything except the vines. 

For more information, please call: 805 /324- 
6514 or in California: 800/423-8016. 
Please see ad, page 26. 


€ 

Kimco Mfg., Inc. 

With the introduction of it’s new Model 
9300 In-row-Tiller, Kimco Mfg., Inc. has 
launched the vineyard industry into a 
new era of high-speed, heavy-duty, in- 
row cultivation. 

The new Kimco Model 9300 has many 
features which improve on previous 
Kimco models which themselves set the 
standard for performance and durability. 


abe 


Some improvements are: 1) speed of 
operation can be increased at least one 
gear, generally more; 2) extension and 
retraction of head now automatically 
compensates for ground speed; 3) head 
now closely follows the contour of the 
vine; 4) head is fully floating, allowing it 
to ride over hidden obstacles; 5) a new 
control system allows the operator to 
override the automatic control at any time; 
6) the main shaft is mounted in Timken 
bearings for increased durability; 7) the 
new design is more compact and can be 
used in 8-ft. row spacings. 

With these improvements, along with 
the existing advantages of in-row tillage, 
such as: 1) aerating the soil; 2) removing 
weeds and debris; and 3) reducing or 
eliminating the use of herbicides along 
with their cost and side effects; the new 
Kimco Model 9300 is the answer to weed 
control many vineyard operators have 
been looking for. 

For more information, call: 800/356-9641, 
toll-free. Kimco Mfg., Inc., 9200 
W.Barstow, Fresno, CA 93722. 

Please see our ad, page 28. 
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Live Wire Products Inc. 
For the past 16 years, Live Wire Products, 
Inc. has specialized in true high-tensile 
fence and trellis wire products. 
Tightlock deer fencing is the only true 
high-tensile class III, heavily galvanized, 
woven wire, deer fence that combines 
high performance and durability with 
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maximum strength. Because it is so 
strong, line posts may be spaced up to 30 
feet apart. This represents real value for 
your money. 

Wiremakers galvanized high-tensile 
fence and trellis wire is available in a 
variety of gauges applicable to specific 
needs, and in class I, III, and IV zinc 
coating with pattern lay or thread, lay 
options. 

Live Wire Products insists on high 
standards in both quality and perfor- 
mance for many specialized tools and 
accessories. These include: innovative 
wire tighteners, crimp tools and crimp 
sleeves for joining wire, chain wire 
strainer tools, tension gauge tools, wire 
dispensers, gates and hardware, and real 
barb staples (fish hook design) for the 
best gripping ability. 

Live Wire Products distributes brand 
names like Tightlock, Hayes, Donalds, 
Stafix, and Wiremakers, which have been 
trusted by the man on the land for nearly 
a century. They represent a wealth of 
knowledge, experience, research, service, 
and tradition. 

If you need practical answers, call: Live 
Wire Products, Inc. 800/272-9045, 1127 
E. St., Marysville, CA 95901. 

Please see our ad, page 29. 
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Nairn Industries Ltd. 

A full range of mechanical grape harvest- 
ers, incorporating the latest design fea- 
tures and technology is now available 
from the Nairn Industries Manufactur- 
ing Co. Well-known for their tow-behind 
harvesters, Nairn Industries haveadded to 
their range, two self-propelled models, 
giving growersa choice of harvester to suit 
the size of their operation and budget. 


Leading the range is the self-propelled 
Model-1230, a high-capacity harvester 
featuring a fruit conveying belt system, 
two or four-wheel drive option, and a 
choice of picking heads to suit a wide 
range of trellis systems. Developed for 
harvesting in heavy crop conditions, the 
Model-1230 ensures the crop is harvested 
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quickly and cleanly with minimum fuss. 

The 4-wheel drive self-propelled 
model-1680 was developed as a multi- 
function unit which can incorporate a 
harvesting module, a spraying module, 
or a pruning module. Asa harvester, the 
Model-1680 features the Nairn offset 
4-post in-phase picking head and juice- 
proof bucket conveying system. 

Nairn tow-behind harvesters, models 
540 and 680, have become the benchmark 
in tow-behind design. Compact, rugged 
and efficient, these harvesters feature the 
Nairn 4-post in-phase system and juice- 
proof bucket fruit conveying system. The 
major benefit of these models is their 
ability to deliver maximum fruit and juice 
at a very economic cost. 

All Nairn grape harvesters can now be 
offered with the new bow-rod picking 
system. The bow-rod has been proven in 
its development phase to provide an ex- 
tremely clean sample and leave the vines 
with minimal cane damage and leaves 
removed. 


For further details on the Nairn Industries 
harvester range, contact: Lincoln Farm 
Equipment Co., St. Helena, CA, tel: 707/ 
967-3550 OR Anderson Equipment Co., 
Grandview, WA, tel: 509/882-3634. 
Please see our ad, page 31. 
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R.A. Ripken Grape Nursery, Inc. 

R.A. Ripken Grape Nursery, Inc. has pro- 
duced millions of State of California cer- 
tified dormant field-grown rootstock 
rootings and scion wood cuttings for 22 
years. 

Currently available for 1993 planting 
are the following excellent quality 
rootstocks: Freedom (our specialty since 
1975), Dogridge, Teleki 5C, St. George 15, 
420-A MG, 101-14 MG, 1616, and 1103 
Paulsen. Available for 1994 planting are 
SO4 and 3309. 

This year, Ripken Nursery is especially 
proud of the size and quality of its field- 
grown rootstock rootings. Custom nurs- 
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ery row grafting is available for 1994 
planting. 

Contact: R.A. Ripken Grape Nursery, 
Inc., 14300 N.DeVries Rd., Lodi, CA 
95242-9504, tel: 209/369-5961. 

Please see our ad, page 31. 
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Sonoma Grapevines, Inc. 
Sonoma Grapevines, Inc. annually pro- 
duces millions of certified benchgrafts, 
rootstock rootings, and cuttings. 

Twenty-four varieties of rootstocks 
available for the 1993 season include: 
3309-C, Freedom, Harmony, Kober 5BB, 
Malegue 44-53, 101-14 MG, 420-A MG, 
039-16, Oppenheim 4, Paulsen(P)-775, 
P-779, P-1045, P-1103, 110-R, Ruggeri- 
140, Ruggeri-225, St. George, Teleki 5A, 
Teleki 5C, Riparia Gloire, 1613, 1616, 
Dogridge, Salt Creek. 

Rhone and Italian scion varieties now 
available from Sonoma Grapevines’ state- 
registered increase blocks are: Rhone — 


THE MONTEREY 
“7 INE FESTIVAL Tr 


Featuring more than 200 California wineries along 


with the Peninsula’s finest cuisine. 


Rich with learning, full-bodied tastings, 


and a touch of touring. 


For information call: (:800) 525-FEST or fax: (312) 853-2548 


Produced and bottled by the 


= | National Restaurant Association [ cs 


NOILDAS 1VID4dS 
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Cinsault, Grenache, Mataro, Shiraz, Mar- 
sanne, Viognier; Italian — Barbera, Char- 
bono, Sangiovese, and Nebbiolo. 

Custom grafting of private clones is 
another service available. Separate nurs- 
ery areas are devoted to this service to 
ensure the integrity and identity of these 
numerous selections. 

More than 12 different selections each 
of Chardonnay, Cabernet Sauvignon, and 
Pinot Noir are available. 

Computers are used to keep track of all 
sources of scion wood and understock so 
that growers can trace the exact history of 
their vines. This data is continually up- 
dated and maintained so that customers 
canalways trace their vines’ sources,even 
years after purchase. 

1993 will mark the 21st anniversary of 
Sonoma Grapevines’ service to the grape 
industry. 

For more information, contact: Sonoma 
Grapevines, Inc., 1919 Dennis Lane, 
Santa Rosa, CA 95403, tel: 707/542-5510, 
fax: 707/542-4801. 

Please see our ad, page 30. 
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Sunridge Nursery Inc. 

Sunridge Nursery has served the wine 
and table grape industry since 1977. 
Growing and grafting grape nursery stock 
is Sunridge’s only business. 

The nursery is located east of Bakers- 
field, CA, in the Tehachapi foothills where 
the warm climate and phylloxera-free, 
sandy soils provide ideal growing condi- 
tions for grape nursery stock. 

Sunridge Nursery facilities include: a 
state-of-the-art 3,000-sq.ft. growth callous 
chamber, 18 greenhouses totalling 
100,000-sq.ft., and 5,000-sq.ft. of cold 
storage. There are shade houses and 
outdoor holding areas that gradually 
condition new vines. Sunridge owns 80 
acres of certified rootstock increase-blocks 
and 20 acres of certified varietals. 

Rootstock rootings and dormant 
benchgrafts are grown on a nursery site 
that has been tarp-fumigated, fallowed 
for the previous twelve months and 
CDFA-approved. This enables Sunridge 
to ship phylloxera- and nematode-free 
material without the need of hot water 
treatment. All dormant rootings and 
grafted vines are trimmed, packed in 
sawdust, and put in cold storage to await 
delivery. 

Sunridge produces a green benchgraft 
ina biodegradable 10x2x2-inch container. 
This product is delivered in the spring 
and early summer months. Mist-propa- 


gated plants are produced when a spe- 
cific materialisin short supply and needed 
quickly. 

Between two and three million vines / 
year are produced at Sunridge, most 
grown to customer specifications. More 
than 40 certified scionwood varieties and 
clonal selections are offered. Certified 
rootstocks grown at Sunridge are: 5BB- 
Kober, 5C-Teleki, 110-R, 140-RU, 420-A, 
1616C, 3309-C, 1103P, 44-53M, 039-16, 
101-14 MGT, Freedom, Harmony, Salt 
Creek, SO-4, and St. George. 

For more information, contact: Sunridge 
Nursery, Inc., 441 Vineland Rd., Bakers- 
field, CA 93307, tel: 805/363-VINE. 
Please see our ad, page 30. 
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‘Weitech, Inc. 


Weitech manufactures a wide array of 
electrical products that produce sounds 
designed to repel insects, rodents, birds, 
and mammals. Weitech’s AV-Alarm bird 
repelling products have been used suc- 
cessfully for over 22 years in vineyards 
by grape growers throughout the U.S. 
and around the world. 


One AV-Alarm+2 unit effectively pro- 
tects up to ten acres of grapes. The units 
can be set to operate only during daylight 
hours or 24 hours/day. 

The AV-alarm operates on standard 
110-V, 220-V, or 12-volt electrical power 
and is unconditionally guaranteed for 
two years. 

For more information, contact: Weitech, 
Inc., PO Box 1659, Sisters, OR 97759. Call 
toll-free in the U.S. and Canada: 800/343- 
2659. a 


Suppliers who want to participate 
in the March/April '93 Roundup 


for Grapes, Juice, Wine Equipment, 
should contact PWV by November 20th 


Hammering your 
point home 


Jay Conrad Levinson 


You watch the powerful stonecutter as he 
raises the hammer and hits the huge stone 
repeatedly. On the fifth blow, the stone 
splits in two. 

Does that mean it took five blows of the 
hammer to do the big job? Of course not. 
It took 500, maybe 5,000 blows. The final 
blow wasn’t important by itself, but only 
as one of many blows that the stonecutter 
struck to achieve his goal. To an unso- 
phisticated observer, it took five blows of 
a hammer to split a rock. But the stone- 
cutter and you know the real truth. 

The real truth about marketing is that it 
is very much like stonecutting. Your 
trade show booth may not do the job. 
Your direct mail letter won’t do it either. 
But your booth plus your letter, in-store 
signs, advertising presence, publicity, 
time, and patience finally combine to do 
the job. 

Which blow gets the credit for break- 
ing the rock? 

Which marketing weapon gets the 
credit for breaking the profit records? 

The stonecutter gets all the credit for 
what has been hewn from the rock. The 
marketing director gets all the credit for 
the profits generated for your winery 
through marketing. It takes a unique 
person to stay the course while blow after 
blow seems to fail in results. 

It takes a very patient and determined 
person to remain with the marketing pro- 
gram when instant gratification is not 
produced. The overwhelming majority 
of marketing is changed before it has a 
chance to work, and therefore fails. 

Great stonecutters know that there is 
no rock they cannot split. They have 
more patience than any rock. Great mar- 
keting people know there is no challenge 
they cannot surmount. They have more 
patience than their competition. They set 
lofty goals, then exhibit exemplary be- 
havior in pursuit of the goals. 

Such behavior is demonstrated in both 
their restraint from changing the market- 
ing program and their willingness to con- 
tinue with the program as planned, de- 
spite the absence of quick financial 
strokes. 

Quoting a wise businessman, “The best 
executive is the one who has sense enough 
to pick good people to do what he wants 

Continued on page 52 


The best grapevine for your new vineyard is the Duarte Nursery 


Big Pot Benchgraft 


10 Reasons Why: 


1. Your Choice of Stock, either certified or industry 
scion stock custom grafted onto your choice of 14 
certified resistant rootstocks. 


2. The Strongest Graft Union because every scion 
and rootstock is individually matched for diameter 
then hand taped and waxed to protect the union as it 
develops. 

3. One Quart Pots allow each vine three times the 
greenhouse space and twice the soil volume than do 
conventional paper sleeves. 

4, Full Sun Hardened in the central valley to con- 
dition and test the vine for your vineyard. 


5. Hand Selected for a developed root system and 
matured top growth before shipping to assure that 
every vine you receive is ready for planting. 

6. Direct Planting with the removable container al- 
lows the root system to interface directly with your 
vineyard's soil. 

7. Field Service before, during, and after planting. 
We will meet you at your vineyard. 

8. Free Delivery to most of California's grape 
growing regions. 

9. Guaranteed Stand success rates with our Big Pot 
Grafts are usually over 98%. We will replace up to 
2% of your order free; we will replace any losses over 
2% at half price. 

10. You can Order Today for spring 93, please ask 
for Jim or John Duarte at 1-800-GRAFTED (1-800- 
472-3833) or fax 1-209-531-0352. 


Duarte Nursery also produces #1 field grown 
benchgrafts and rootings. 


Pig, ual 


DUARTE NURSERY: 


1-800-GRAFTED 


HUGHSON, CALIFORNIA 
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PART I 


Spreading the wealth 


By Kristina E. Harrigan, 
Farella, Braun & Martel 


This article is for all winery and vineyard owners who weath- 
ered the economic storms of the last few years and now are 
ready to deal witha new problem: How to shift the value in your 
winery/vineyard to the next generation without gift or estate 
tax. 

You may wonder why you should be concerned about this 
‘problem’ at all — you and your winery/vineyard are both in 
good health and you expect to continue in the same manner for 
years to come. 


The gift-tax cost of this freeze would be zero because the gift 
of the junior interest was treated as having no value. When the 
parents died, their taxable estate would include only the liqui- 
dation value of the preferred interest but would not include the 
appreciation in the business after the freeze. This meant that the 
appreciation attracted neither gift tax nor estate tax. 

A good freeze also included a buy/sell agreement that en- 
titled the continuing shareholders to buy the shares of a de- 
ceased shareholder at a deep discount. This would reduce the 
estate tax even further, because it would not only eliminate the 
post-freeze appreciation, it would also remove much of the pre- 
freeze value from the estate, through the low buy/sell-agree- 
ment price for the older generation’s preferred 


You should think about these matters because 
they are ‘life’ issues, not ‘death’ issues. They are 
important to the current prosperity of your win- 
ery / vineyard because they help integrate the next 
generation’s energy and interest, right now. They 
are important to future prosperity because they 
can reduce the crushing estate tax burden on your 
family, which could require a distress sale of your 
winery /vineyard. 

This is the first of a two-part series, which may 
evolve into further articles if reader response and 
interest warrant additional space. This first article sets out the 
‘ideal’ way to give your children a share in the future while 
keeping the present for yourself (very difficult today). It also 
outlines the simplest option still available for bringing your 
children into the business. 

The second article will discuss more complicated ways to give 
away a part of the winery /vineyard, and also will suggest how 
to control the estate-tax cost of doing nothing. 

Although much of the discussion here will use the terms 
‘shares’ and ‘shareholders,’ these concepts apply equally to 
partners and partnerships. 


The ‘ideal’ financial plan 

The ‘ideal’ financial plan for a family business gives future 
appreciation to the children while keeping a comfortable cash 
flow and management control in the parents’ hands. Until 
October 8, 1990, you could put this ideal plan into place quite 
simply. You ‘froze’ your interest in the business by creating two 
classes of ownership interests. 

The first class was the preferred class and it went to the parents. 
The preferred interest received a preferred cash distribution 
(pegged at whatever level the parents thought they. would 
need). Butit would not share in future appreciation. In addition, 
the liquidation value of the preferred interest would equal ex- 
actly the value of the business when the ‘freeze’ was put in place. 

The second class was the junior (or common) class and it went 
to the children. The junior class was not entitled to any distribu- 
tions until the preferred class received all distributions to which 
it was entitled. As a result, the junior interest would have no 
current value because the value depended entirely on future 
appreciation. 


shares. 

If you have a good, old-fashioned freeze in your 
winery / vineyard, you can stop reading at the end 
of the next paragraph (but don’t stop till you get 
there). 

A freeze put in place on or before October 8, 
1990, will be respected unless you make additional 
freeze-type transfers to your spouse, children, 
grandchildren, or their spouses. The buy/sell- 
agreement component will continue to work only 
if you make no ‘substantial modifications’ to it. 
Call your tax advisor, therefore, before you: 

¢ change any term of your buy/sell component; 

¢ make any additional gift to family members, or 

* allow any rights under — the buy/sell — like updating the 
price to go unenforced. 


A case of anti-freeze 

If you do not have a freeze in place or if your old freeze no 
longer works for your family, the plan to bring your children 
into your business must fit within the strict confines of the new 
‘anti-freeze’ rules in the Internal Revenue Code. 

The most powerful anti-freeze rule generally treats the ‘ideal’ 
plan described earlier (preferred shares to parents, common 
shares to children) as the gift of the entire current value of the 
business, unless the parents are entitled to and actually receive 
fixed periodic payments on their preferred interest. 

For example, suppose your business is valued at $1,000,000 
today and you want to implement an old-fashioned freeze. You 
give your children 100 shares of common stock in your winery / 
vineyard and you keep 100 preferred shares. The preferred 
shares’ liquidation value is set at $1,000,000 and they are entitled 
toa 7% noncumulative dividend. Your gift of the 100 common 
shares would be valued as though your preferred shares did not 
exist! As a result, your gift’s value would equal the entire 
$1,000,000 value of the business and you would owe gift tax on 
$1,000,000. 

You cannot avoid this valuation rule unless your preferred 
shares entitle you toa reasonable periodic, cumulative dividend 
and the dividend is actually paid not later than four years after 
the fact. 

This kind of a preferred interest has obvious drawbacks: The 
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business may not generate enough cash to pay your dividend; 
you may not want to take cash out of the business unless the 
business can deduct the payment to you (which cannot be done 
if the payment is a dividend); or, you may not want to increase 
your taxable estate by the periodic cash payments. 

The simplest way to avoid the anti-freeze rule is to avoid 
transfers that look like a freeze. The principal component of a 
freeze is the separate ownership of present value (by the parents) 
and future value (by the children). So, you can still give your 
children an interest in the business so long as that interest looks, 
feels, smells, and tastes just like the interest you keep. 

The value of the interest you give away will reflect a portion 
of the present value of the business, but at least it will not be 
inflated by the additional value of the interest you keep. This 
would be the case if you tried a freeze today. 

Here’s an illustration using the values in the earlier example: 
If you own 100 shares of common stock in the winery / vineyard, 
and you transfer 30 shares to your children, the value of your gift 
would equal 30% of the entire value of the business, or $300,000. 
Your gift tax would be based on this amount. 

Let’s say you actually need or want a cash-flow preference 
over the children’s shares. You could enter into an employment 
contract with the business for a reasonable salary matched to 
your cash-flow need. The advantage of a salary over the 
preferred cumulative dividends required under the anti-freeze 
rules is that the business can deduct your salary but cannot 
deduct your dividend. 


The annual exclusion 

How do you minimize the gift-tax cost of giving shares, that 
have a real present value, to your children? The simplest way is 
to use the $10,000 annual exclusion. You can give $10,000 per 
recipient, each year, to as many recipients as you desire, without 
paying a gift tax. 

For example, if you are married and have three children and 
nine grandchildren, you and your spouse each can give away 
$120,000 every year without any gift tax! That may well exceed 
the share in your winery/vineyard you want to give the chil- 
dren in any one year. 

Let’s suppose, however, that you do want to make sucha large 
transfer. You could give $10,000 to each child and grandchild. 
(Or, for grandchildren under 21, you could give $10,000 per 
grandchild to those grandchildren’s parents, in trust for the 
grandchildren.) The cash could be used to purchase newly 
issued shares in the business (if the business needs additional 
cash). Or, it could be used to purchase shares you already own 
(if you want to recognize capital gains to offset expected capital 
losses). 

The $10,000 annual exclusion allows you to transfer a share in 
your business simply and cheaply, without the need for high- 
priced legal talent. If you have something more complex in 
mind, however, please read Part II of this series — and consult 
your tax advisor. a 


Kristina Harrigan specializes in partnership taxation, tax-deferred exchanges of 
real properties and tax-sheltered debt restructures. Before joining Farella, Braun & 
Martel, Harrigan was a trial attorney with the U.S. Dept. of Justice, Tax Division, 
for four years. Harrigan can be reached at 235 Montgomery St., 30th Floor, San 
Francisco, CA 94104, 415/954-4400. 


PART II of “Spreading the Wealth” will appear in the next - 


issue of PWV, watch for it. 


We 
hope you'll 
never need 
our claims service. 


But if you do, you'll 
be glad were here. 


In spite of our best intentions, 
accidents do happen. When they 
happen to your employees you need a 
workers’ comp insurer you can depend 
on for efficient claims service. 


State Fund has 21 full-service offices 
throughout California. As a result, your 
claim is handled locally by people who 
know and work closely with your med- 
ical community. To further assist you, 
State Fund has developed a medical cost 
containment program which, since 
1985, has saved policyholders $133 
million. 


Contact your county Farm Bureau 
office or the State Fund office nearest 
you to learn how you can join the Farm 
Bureau/State Fund Group Insurance 
Program. Or call 1-800-533-6868. 


STATE 


COMPENSATION 
INSURANCE 


FUND 
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FEDERATION 
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PART I 


PROTECTING WINERY ASSETS: 


Effective 
Insurance 
solutions 


By Chubb Group of Insurance Companies 
Gail McGiffin, Marketing Manager, 
Commercial Lines Division 

Doug Dowling, Manager, Applied 
Technologies Department, Concord, CA 
Carolyn Unger, Manager, Commercial 
Lines Division, Concord, CA 

Ron Quickel, Senior Loss Control 
Representative, Concord, CA 


You can’t afford delays from 


yield. 
Willmes presses have proven 


unreliable equipment. And you can’t 
afford presses that lower your quality or 


reliability and get the most from every 


P.O. Box 750249 Petaluma, CA 94975 (707) 765-6666 «+ 


We'd like to discuss some of the business 
issues wineries face which translate into 
insurance exposures. In addition, we'll 
review the protection available, through 
bothinsurancecoverageand 
loss-prevention programs, 
to help you better safeguard 
your assets. 


Trends in the U.S. wine 
industry 

You, and winemakers 
worldwide, face some com- 
plex business issues as you 
develop and deliver your 
product. You’re vulnerable 
to the hazards of weather, 
soil, and sun throughout the process, from 
rootstock to bottle. Wines can take years to 


_ reach the shelf, and it’s very difficult to 


predict a successful vintage during that 
time. It’s not always guaranteed. 

You are marketing a commodity in a 
very crowded marketplace. Progress is 
complicated further by the heavy regula- 
tions faced every step of the way towards 
putting that wine on restaurant tables and 
store shelves. 


We sell the least expensive 
equipment in the 


oy 


"” grape dollar. They are the finest 
presses in the world today. 

Of course, you’re buying more 

than a machine. You’re buying Scott 

Labs’ service — 55 years of coming 

through in the crush. 


wine industry. 


presses from Scott Labs aren’t only the 
best presses money can buy. 


Canada East (416) 839-9463 


This is a very capital-intensive industry. 
A significant initial investment is required 
to obtain the necessary equipment and get 
a winery up and running. Banks don’t 
understand necessarily the 
unique nature of the winery 
operation, so it can be diffi- 
cult to get funding for that 
capital. . 

Particularly in the U.S., 
some economic, social, and 
legislative issues affect how 
you run your winery. 
There’s increased con- 
sumption of ultra-premium 
wines, and less of jug and 
bulk wines. Americans are 
obsessed with health-con- 
sciousness, which has led to more compe- 
tition from the carbonated beverage indus- 
try and the water companies. 

A perceived prohibition, a stigma, is 
attached to wine. Labeling has become 
more conservative regarding sulfite con- 
tent, birth defects, and consuming alcohol 
while operating machinery. 

Alcoholic beverage laws controlling 
manufacturing, distribution, and retail sale 


Which means that Willmes 


They’re also the least expensive. 
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of wine make it very difficult to distribute 
wines on an interstate basis. This is true 
especially forsmaller wineries. Every state 
has different laws. In addition, there’s the 
recent Napa County, CA ordinance regu- 
lating special events, restricting tours, and 
posing legislation on cultural events at 
wineries, to preserve the Napa Valley ag- 
ricultural integrity. These all are legislative 
issues that you must deal with. 

There are now fewer barriers in world- 
wide trade. The French have purchased 
some California wineries. The U.S. now 
exports to Japan. More wines are pro- 
duced outside California— greater growth 
in New York, Oregon, Virginia, Washing- 
ton, and other states. Bottling and harvest- 
ing have become more automated. 

On top of that, the U.S. labor market is 
poor, which makes it difficult for those 
who depend on migrant labor. Immigra- 
tion laws restrict you significantly. Also, 
more and more wineries are able to pro- 
duce higher quality ona larger scale, lead- 
ing to fewer quality and yield limitations. 
Finally, there’s a consolidation of distribu- 
tion networks. 

As winemakers deal with an increas- 


ingly complex marketplace, insurance ex- 
posures also become more complex — 
needs become more sophisticated. Your 
sources of income go beyond the sale of 
bottled and bulk wine. You also receive 
revenue through gift shops, restaurants, 
hotels, festivals, and other special events. 

You also may receive revenue from con- 
tract operations, if you’re growing grapes 
for others. Think about that from the re- 
verse side as well, and consider the impact 
ifa winery received most of its grapes from 
another vineyard, and something hap- 
pened to that source. 

Both quality and quantity are important 
to wineries. You've got to produce a wine 
which will protect your market share and 
reputation, meet customer demand, and, 
ultimately, be a stable source of revenue. 

Some of the processing steps can expose 
you to hazards and, in some cases, finan- 
cial disaster. Whether during harvesting, 
crushing, or processing grapes, a one-day 
delay can turn a superior wine into an 
average wine. 

Equipment failure or contamination of 
the liquid can affect wine production. There 
could be contamination from ammonia or 
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glycol in the chiller lines. Detergents can 
get into the wine during processing. Any 
down-time during the harvesting or fer- 
mentation processes can lead not only toa 
loss of your process stock, but also to a 
future loss of income from wine you're 
counting on from that vintage. 

During ageing in cooperage, a change in 
temperature or leakage from the barrel 
could translate into a significant loss of 
dollars. Any loss during the ageing pro- 
cess is particularly devastating, because 
that’s when your wine is appreciating in 
value. 

Most wineries preserve certain amounts 
of each varietal in their wine library. By 
limiting the amount that is on the market, 
you're able to appreciate the wine over 
time. That appreciation must be recog- 
nized. Your wine is a form of fine art. 
There’s no fixed index for its valuation. 
You also retain some of that wine so you 
can taste it as it matures. That library can 
be very representative of your winery’s 
reputation. 

Wineries increasingly depend on com- 
puters. They’re used more and more in 
processing, whether for tracking grape 


Looking Good. 


Your favorite wine. You recognize the label. It is as clean and un- 
scathed as when it traveled from the labeler to the carton. The bottle 
of wine in a carton can travel up to 3,000 miles. That’s rough 
riding for a delicate label. Gordon Graphics has 


ULTRA-COTE? label finishing (available in 


gloss, semi-gloss or matte finish) that will resist 


the scuffing a label receives before it reaches 
your customers. At Gordon Graphics we are 
prepared to deliver your labels—looking 
good. Call us about your labeling needs. 
(415) 883-0455. 
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maturity or chemical additives, or for in- 
ventory control, monitoring temperature, 
compliance reporting, or even to record 
blending history. 

There’s also more automation in terms 
of electric power and water. Winemaking 
isamachinery-intensive operation. Presses, 
chillers, conveyors, and wind machines 
are all electric. A reliable water supply 
obviously is important — notjust for clean- 
ing, but as part of the process. Any loss of 
power can disable equipment and cripple 
the entire process. In addition, it can 
damage the grapes, or the wine being 
processed, which can result in a loss of 
income. 

Tasting facilities are a part of almost 
every winery, generating retail sales and 
creating a public exposure. Some small 
wineries only distribute their wine through 
on-site tasting and sales. Special events 
add to the public liability. 

Many wineries are family-owned, which 
presents another issue. How do you sepa- 
rate the personal liability from the business? 
Often, homes are on the winery premises. 
How is the home insured, versus the win- 
ery? In fact, they’re both so intertwined in 
the operation and the ownership that it’s 
difficult to separate the personal and 
business liability. 

Spraying vineyards to control insects 
and enhance growth can affect neighbors. 
If those chemicals drift onto adjacent prop- 
erty and damage crops, vehicles, build- 
ings, or animals, you could be exposed toa 
lawsuit. 


Insurance coverages available 
to protect your assets 

Let’s look at how winery business issues 
relate to insurance issues. We want to 
upgrade your knowledge of insurance. 
We'llalsosift through the ‘legal-ese,’ which 
will put you in a better position to make 
sound business decisions regarding insur- 
ance. 


1. The building 

The winery building probably accounts 
for the highest single concentration of val- 
ues in your winery. The traditional all-risk 
policy essentially describes the building as 
the permanent structure. This includes 
equipment permanenily located at the fa- 
cility for the operation of the building, 
including fixtures. The definition may 
expand to include other structures within 
a certain distance of the building. 

As applied to the wine operation, that 
definition is limiting. Some insurers have 
gone a step beyond to pullin such items as 


steel tanks or other equipment not neces- 
sarily associated with building operation. 
They also may include storage caves, and 
possibly even homes located on the winery 
premises. 

Why isit critical that we take sucha close 
lookatthe building? First, there should not 
be a duplication of coverage. Insurance 
operates on a principle of indemnity: to 
make you, the insured, whole again. Re- 
gardless of how many times you may pay 
insurance ona given piece of property, you 
can collect only once after any given loss. 

Most insurers see the building as the 
most harmless of all real property expo- 
sures. Because of this, you get a preferen- 
tial rate for that portion of your policy. The 
more real property put into the definition 
of ‘building,’ the lower the rate for that 


. property; that translates into lower overall 


insurance premiums. 

Next, we want to ensure proper valua- 
tion. A key part of any insurance portfolio 
is proper insurance to value. If you're 
over-insured, you pay insurance premi- 
ums for coverage you'll never be able to 
collect. If you under-insure, one of two 
things could happen. 

In case of total loss, you won’t have 
adequate limits to protect the loss. Or, ina 
partial loss, severe penalties could make 
you a co-insurer, sharing the loss. You 
need to know what’s insured. There may 
bean absence of coverage for some aspects 
of your property; forinstance, storage caves. 


2. Equipment 

Equipmentis vital in virtually every stage 
of the winemaking process. You have 
presses, filtration systems, a filler, corker, 
centrifuges, fermenters, chiller, conveyors, 
harvesters, etc. 

When equipment is evaluated for insur- 
ance purposes, the focus shifts from the 
definition of equipment tothe causes of loss 
— those perils or events that will trigger 
coverage. Today, insurance policies are 
written primarily on the all-risk concept, 
which states, “We're going to cover direct 
physical loss or damage, except as other- 
wise excluded.” 

The typical exclusions on any all-risk 
form are for mechanical breakdown, elec- 
trical arcing, and the explosion of steam 
boilers. What's left? While equipment 
may be lost in a fire, loss is much more 
likely to result froma mechanical or electri- 
cal failure or breakdown. 

This loss can be costly not only in a 
physical sense, but also in terms of the 
resultant loss or damage. Those exclu- 
sions create a severe, significant gap in 


all-risk coverage. 

There are a couple recognized ways to 
fill this gap. One is to purchase a boiler and 
machinery policy that covers not only 
physical property, but also indirect losses 
suchas consequential loss, or lost earnings. 

The second way is to select an insurer 
which has eliminated the exclusions, al- 
lowing you to buy back those mechanical 
and electrical exclusions. Thisisa seamless 
approach, allowing business income and 
extra expense coverage to apply, as wellas 
physical property coverage. 


3. Computers 

Today, computers are an essential part 
of virtually every winery. They control 
inventory and compliance reports, ac- 
counting and billing; track additives and 
grape maturity; they even may operate 
automated equipment. Computer equip- 
ment should be protected against loss in- 
cluding, at minimum, water damage, elec- 
trical arcing, mechanical breakdown, and 
possibly even flood and earthquake. 

As with equipment exposures, there are 
two recognized ways to protect your com- 
puters: To cover themas part of the all-risk 
package; or on a stand-alone basis, on a 
separate computer policy. 


4. Inventory 

The other side of personal property is 
wine inventory, referred toas stockin most 
insurance policies. Let’s look at inventory 
in two broad categories: inventory that 
you own, and inventory that you don’t 
own. 

First, consider non-owned inventory. 
Quite often, a winery operation takes cus- 
tody of the inventory of others to perform 
some process on it. It is vital to evaluate 
liability for that inventory while it is in 
your care, custody, or control. If you do 
take responsibility for the inventory of oth- 
ers while it is in your care, custody, or 
control, you may be able to transfer the 
financial risk of loss to your property in- 
surance carrier. 

That allows your insurance company, in 
the event of a loss, to settle with your 
business associate on your behalf, on a 
first-party basis. In addition, this may help 
to preserve a long-nurtured and well-de- 
veloped business relationship with your 
associate. If you assume liability, a long 
and drawn-out litigation process resulting 
from a loss could disturb that business 
relationship. 

Different insurers will evaluate inven- 
tory in different ways: Some consider 
inventory at the point the crush begins; 
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others look at inventory when it leaves the 
vine, when the grapes are picked. Ideally, 
inventory should include picked grapes 
rightup to finished wines, including grapes 
or wines being processed. 

When considering your inventory at dif- 
ferent stages, appropriate valuation is 
critically important. Some insurers cover 
inventory, whether raw grapes or the fin- 
ished bottle, on a pure replacement-cost 
basis. Other insurers break it out accord- 
ing to the different stages the inventory 
goes through. 

The first stage includes inventory from 
grapes on the vine to fermentation. 
Through this stage, inventory can be 
handled ona pure replacement-cost basis, 
which would include the cost to purchase 
new grapes and reprocess them. 

Many insurers exclude coverage of trel- 
lises, vines, and grapes, but selective insur- 
ers do provide it, to a limited degree. 
Coverage could be triggered by a loss of 
grapes resulting from fire, lightning, col- 
lapse, and even animals — but not includ- 
ing birds and insects. This coverage is not 
a substitute for crop insurance. 

The second stage is when the juice be- 
gins fermenting. At that time the juice has 
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amarket value, or net-market release aver- 
age price. Look for an insurance company 
that can evaluate it on that basis, to protect 
the potential earnings on your juice or 
grapes in the fermenting process. This 
takesit right through to bottled wine, which 
can be replaced at net selling price. 

Maybea special vintage promises a ban- 
ner year. Those grapes are one-of-a-kind; 
that fermenting inventory is irreplaceable. 
Rather than using replacement cost, some 
insurers will place a value on ‘irreplace- 
able’ inventory by asking outside wine 
merchants to evaluate inventory at that 
point in time. 

Finally, when wines enter the library, 
their value becomes much more specula- 
tive. You can value these rare wines on a 
scheduled basis or an agreed amount. 
Determine this up front with your insur- 
ance company so you can treat those wines 
like fine art. a 


Presented at WineTech’92, January, 1992 


Look for Part II in the Jan/Feb’93 issue of PWV for a 
discussion of business interruption coverages, liability 
issues and loss prevention measures which can impact 
your winery business. 
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Spinning available. 
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Fraud adds 
to workers’ 


compensation woes 


By Ron Christensen 
State Compensation Insurance Fund 


Unlike vintage wine, California’s workers’ 
compensation system has not improved 
with age. In 1913, the California Legisla- 
ture established compulsory workers’ 
compensation liability in order to assure 
employees a fixed compensation for inju- 
ries incurred on the job. 

This important social and economic leg- 
islation also protected employers against 
catastrophic judgments of unlimited dam- 
ages that had the potential to bankrupt a 


Stemmer-Crushers 
& Must Pumps 
Stem, Crush or Stem & Crush 
Large Whole Berry Count. 

Gentle Action 


business. In the ensuing years, refine- 
ments improved the system and, for more 
than 50 years, California’s workers’ com- 
pensation system has been a model for 
other states to emulate. 

Unfortunately, in recent years, increas- 
ing costs to employers, inadequate 
benefits to injureds, accelerated medical 
costs, litigation, and confusing rules and 
regulations have created chaos. Attempts 
by insurers, employers, and labor to 
improve the ailing system have had mini- 
mal positive impact. 

The latest problem plaguing the system 
has been the staggering increase in work- 
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ers’ compensation fraud. Inrecent months, 
the effects of workers’ compensation fraud 
have been the focus of national attention, 
including coverage on network newscasts 
and the prime-time television programs, 
“20/20” and “60 Minutes.” 

In 1991, the California Legislature 
enacted a new law, effective Jan. 1, 1992, to 
help curb workers’ compensation fraud. 
The law states, “Any person who know- 
ingly presents a false or fraudulent claim 
for the payment of a loss is guilty of a crime 
(and) may be subject to imprisonment in 
the state prison for up to five years, ora fine 
up to $50,000, or both.” 

This law prohibits the filing of false 
claims, under-reporting of payroll to ob- 
tain reduced premium, falsifying medical 
reports, using a third party tosecure clients 
and/or patients, or denying legitimate 
claims. The law also prohibits the willful 
misrepresentation of facts to obtain work- 
ers’ compensation insurance from any in- 
surer at less than the appropriate rate. 


Calling on RICO 
The State Fund successfully has pros- 
ecuted ‘willful misrepresentation of facts.’ 
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Early in 1992, State Fund was granted 
judgments totaling more than $2.3 million 
in a successful Federal Racketeer and Cor- 
rupt Organizations (RICO) Act suit against 
the operators of a fraudulent employee 
leasing scheme. 

The judgment, issued by the U.S. Central 
District Courtin Los Angeles,CA, followed 
more than two years of litigation and was 
the first RICO action by a California in- 
surance carrier over the issue of workers’ 
compensation fraud. 

The defendants in the suit misrepre- 
sented the ownership of several businesses, 
failed to report full payroll, and took other 
steps to avoid paying workers’ compensa- 
tion premiums. As a result, the cost of 
injury claims by the defendants’ employ- 
ees entered the workers’ compensation 
insurance rate-making mechanism unsup- 
ported by premium payments. In effect, 
the cost of such claims was spread among 
all employers and became a contributing 
factor to increasing workers’ compensa- 
tion rates. 

The judgment represented a significant 
victory for California employers. It sent a 
message to everyone involved in similar 


scams that the State Fund and the federal 
courts would not tolerate schemes which 
drive up workers’ compensation rates for 
honest employers. 

Encouraged by results of this lawsuit, 
State Fund has filed anew RICO suit for $6 
million, alleging similar fraudulent 
schemes. 

The State Fund has a Fraud Investiga- 
tion Unit pursuing workers’ compensa- 
tion fraud of every kind, whether perpe- 
trated by claimants, vendors, or 
employers. Besides the successful RICO 
Act suit, State Fund has been cooperating 
actively with various governmental agen- 
cies which have begun workers’ compen- 
sation criminal fraud investigations. 


Defining fraud 

Itis important to separate fraud from the 
murky world of claims disputes. In a 
system as complex as California’s work- 
ers’ compensation system, disagreements 
about claims are a daily occurrence. An 
exaggeration of complaints by an injured 
worker is unethical and an abuse of the 
system but, inall probability, would not be 
legally defined as fraud. Fraud is know- 
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ingly making a false claim, representation 
or statement to obtain or deny benefits. 

Filing a claim for an injury or illness that 
does not exist or falsely claiming you are 
injured on the job is a felony. The same is 
true if an employee makes a false state- 
ment supporting another employee’s false 
claim. 

Attorneys who knowingly make 
fraudulent statements to obtain workers’ 
compensation benefits for their clients are 
guilty of a felony. If an attorney who 
negotiates workers’ compensation claims 
offers commissions to any person for client 
referral or solicitation, he or she can face 
suspension or disbarment and a prison 
term. 

Doctors who prepare false written 
reports in order to obtain payments can 
lose their medical licenses. It is a crime to 
assist or conspire with any person who 
engages in fraudulent activity. 

Clearly then, fraud is not the exclusive 
province of workers. There are a growing 
number of organized and deliberate 
schemes by unscrupulous medical 
vendors, attorneys, and even employers to 
rob the system of millions of dollars in 
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compensation benefits, medical payments, 
and settlements. A medical clinic may 
‘document’ injuries that employees never 
have claimed, or an attorney may ask fora 
large settlement in a claim known to be 
spurious, hoping to get a ‘nuisance’ 
settlement. 


Battling fraud 

Although fraud is a serious problem, 
the battle to contain it is gaining momen- 
tum. Besides successful court actions 
such as the RICO suit and the recent 
fraud legislation, insurers such as State 
Fund are mounting effective campaigns 
to eliminate fraud. Claims adjusters are 
trained to look for unusual patterns. Un- 
derwriters, payroll auditors, and loss- 
control representatives watch for in- 
stances of deliberate non-reporting of 
payroll. 

Fraud by medical vendors is particu- 
larly difficult to uncover and prosecute. 
We refer clear instances of fraud to the 
Bureau of Fraudulent Claims in the Cali- 
fornia Department of Insurance. We 
report deliberate abuse by medical ven- 
dors to the Medical Board of California, 
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and notify the California State Bar Asso- 
ciation of abuse by attorneys. We also 
refer cases to local District Attorney’s 
offices. 

The State Fund utilizes an auditing 
system to verify the payroll and nature of 
business of our policyholders. In addi- 
tion, we spot-check small policies that 
would not be audited routinely. 

Fighting fraud requires not only the 
cooperation and action of regulatory and 
law enforcement agencies, it requires the 
attention of the California Legislature to 
enact laws that will give these agencies 
authority and power to take action once 
fraud is discovered. It also requires the 
cooperation of employers and other con- 
cerned citizens to help workers’ compen- 
sation carriers uncover suspected fraud. 

The cooperation of insurers, employ- 
ers, labor, and the California Legislature 
can curb the problem of fraud and other 
abuses. California’s workers’ compensa- 
tion system is important to the well-be- 
ing of California. Together, we can return 
the system to the people for whom it was 
intended to benefit: The employer and 
the injured employee. & 
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Select the right climate for 
growth. WineTECH is the only 
event held in the heart of America’s 
wine industry. 

Timing is everything! WineTECH ’93 is 
scheduled well before the harvest, to 
coincide with the wine industry’s prime 
buying season. 

Combine the finest ingredients. You 
can see, test and compare a complete 
array of vineyard and winery equipment 
at WineTECH. Seminars bring you up to 
date on the latest technical advances and 
management techniques. To make the 
most of your time at WineTECH, 
seminar and exhibit hall hours are non- 
conflicting. 

Package it attractively. WineTECH’s 
targeted seminar tracks emphasize a 
different area of interest each day. 

Taste the excitement! More than 1900 
of your colleagues helped make 
WineTECH ‘92 the most successful new 
event ever created for the wine industry. 
Join us for another vintage year in 1993. 
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SEND TO: WineTECH ‘93, Conference Management Company, 200 Connecticut Ave., 


Norwalk, CT 06856-4990 Phone: (203) 852-0500; Fax: (203) 838-3710 


THIS SEAL CARRIES WEIGHT 


The seven members of the CORK QUALITY COUNCIL are committed to 


providing consistent, quality, reliable natural corks to the American wine industry. 


It hasn’t been easy, and our job is far from over, but we have laid a foundation of 
trust and integrity that the wine industry can build upon. 


We have established a program that demands more of our producers in Europe and 
helps wineries eliminate the sources of problems at their own facilities. All seven 
members of the CORK QUALITY COUNCIL have agreed to standardize our 
quality control procedures in order to provide ever more consistent and reliable corks 
to the wine industry. 


When it comes to cork quality, we don’t take this seal lightly. 


Founding Members 
Scott Laboratories, Inc. * Cork Associates + Italcork, Inc. + Latchford Package Co. 


Cork Supply International, Inc. + fp Portocork, Inc. + Lafitte Cork & Capsule, Inc. 


QUALITY 


COUNCIL 


Cork Quality Council - 1200 Jefferson Street + Napa, CA 94559 + 707-255-7667 
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Finding the 
for cork aroma taint 


By Clark Smith 


Tainting of California wines by corks is 
perhaps the most serious quality prob- 
lem in the wine industry today. Recent 
findings by the California Enological 
Research Association’s Packaging Qual- 
ity Control Committee (presented at the 
ASEV Annual Meeting, June 1992), have 
increased substantially our understand- 
ing of the phenomenon. Despite its grim 
subject, this effort was rewarding in that 
it united nine cork suppliers and a large 
number of major wineries to fight a com- 
mon threat. 

A technical paper based on the ASEV 
presentation, which will contain exten- 
sive data, is in the process of approval for 
publication in the ASEV Journal. Asa 
contributing author along with Kay 
Bogart of Glen Ellen Winery and Grady 
Wann of Quivira Vineyards, I would like 
to convey my own best advice concern- 
ing how wineries should best proceed at 
this time. This advice is not, at this time, 
completely supported by the proper 
scientific evidence required for publica- 
tion in a primary scientific journal. 


What is the aroma? 

Tainted wines nearly always contain at 
least 5 parts per trillion (ppt) of 2,4,6- 
trichloroanisole or ‘TCA,’ a compound to 
which the human nose is extraordinarily 
sensitive (one part per trillion = one sec- 
ond in 320 centuries). The utility of TCA 
as an index of corkiness is fortunate, since 
it is relatively inexpensive to measure, 
compared to other contributing 
compounds such as geosmin (found in 
beets, and reminiscent of the familiar 
smell of newly worked earth) and 
methylisoborneol (a camphor with a 
mothball aroma). 

All these compounds impart a musty 
odor, but, at low levels, mainly mask 
positive aromas and create astringency 
by mouth. Itis revealing that wine texture 
suffers as a result of this masking, since 


we are used to thinking of astringency as 
the physical interaction of large quanti- 
ties of tannins with salivary protein to 
form a grainy precipitate. 


How bad is the problem? 

It is difficult to obtain a good estimate 
of the percentage of tainted wines, since 
individuals vary in their sensitivity, and 
particularly in their degree of training to 
recognize cork taint aromas. In 1989, The 
Wine Spectator estimated 4% of commer- 
cial wines to be tainted. One winery’s 
study of 2,701 wines showed an average 
of 5.2% were tainted. I think these esti- 
mates are conservative. 

In the latter study, the incidence was 
worst in expensive corks and least for 
intermediate price brackets. Moderately- 
priced corks are less isolated from the 
processing mainstream, and perhaps are 
less prone to languish and become sub- 
ject to mold contamination. White wines 
in the study had a higher incidence of 
corkiness than reds. Perhaps red wine 
aromas mask the problem, but red wine 
also may inhibit in-bottle formation (an 
increasing concern). 

Cork suppliers are quick to point out 
that not all tainted wines result from bad 
cork. The presence of mold in barrels, 
hoses, pumps, and other winery equip- 
ment also can taint wines. These cases 
can be distinguished by the lack of bottle- 
to-bottle variation in the intensity of the 
taint. lestimate that 10% of tainted wines 
arise from these causes. 

Has the incidence of cork taintincreased 
recently? Experts are divided on this 
issue. There is no question that cork taint 
has been with us always. Our ability to 
recognize tainted wines certainly has in- 
creased as our wines have become cleaner 
and our level of training has improved. 
My personal opinion is that despite these 
factors, cork taint is a greater problem 
today than it was 15 years ago. 

One explanation is that the process of 
heavy, cold-block paraffin coating, aban- 
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doned by the industry in the late 1970s, 
may have provided an effective apolar 
absorbent for which TCA has a strong 
affinity. 


Sources of taint 

Cork taint compounds are mold me- 
tabolites. It has been shown conclusively 
that cork can become contaminated with 
TCA while still in the forest. Other cred- 
ible studies have proven that contamina- 
tion also can occur in shipping contain- 
ers, even when sterile corks are sealed in 
plastic bags, by migration through the 
plasticof TCA produced by mold activity 
elsewhere in the container. 

No clear evidence has implicated the 
bleaching process in the production of 
TCA. Champagne corks, which are not 
bleached, produce about the same inci- 
dence of corkiness as straight corks. Per- 
oxide-processed corks also can contain 
TCA, and strong anecdotal evidence sug- 
gests that peroxide reduces the incidence 
of defects, but does not eliminate it. 
Whether corks are chlorinated, perox- 
ided, or natural, sensory screening of in- 
dividual corks generally finds less than 
2% defective corks. 

It is possible that chlorine bleaching 
may predispose corks to in-bottle forma- 
tion of TCA, by forming precursors such 
as trichlorophenol, which can be methy- 
lated by mold to form the compound. To 
our knowledge, proper comparative 
studies of emergence in the bottle for 
chlorinated vs peroxided corks have not 
been conducted. 


What can we do? 

I think it likely that the incidence of 
aroma taint can be decreased by an order 
of magnitude, through a combined pro- 
gram at the winery of sensory screening 
and elimination of mold. 

1) Sensory screening 

Statistically significant sensory quality 
controlis not practical for screening corks 
after receipt. Preliminary sensory 
screening is best conducted on container 
lots prior to purchase, because large lots 
can be examined. And, since the corks 
are not branded at this point, the 
supplier’s interest need not be consid- 
ered. For this procedure to be effective, 
the supplier must be relied upon subse- 
quently to ship only ‘approved’ lots, and 
those lots should be sensory spot-checked 
upon receipt. 

The Poisson Distribution, a statistical 
tool which quantifies the risk of accept- 
ing defective lots, provides a model for 
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proper sensory screening. The following 
procedure will accept lots which: 

a) contain 1% defects 37% of the time, and 

b) contain 3% defects 5% of the time. 

A 100-cork random sample is first 
graded cosmetically. Then, each cork is 
soaked overnight in individual jars con- 
taining 25-ml of neutral white wine. A 
panel of three or four trained judges 
locates defects by consensus. Lots con- 
taining a single defect are rejected. 
Positive cork aromas are evaluated 
simultaneously. 

Sensory screening is important for 
identifying lots contaminated during 
manufacture, shipping, and storage. 
However, this screening method cannot 
prevent aroma taint from occurring in 
the bottle as a result of mold metabolism 
after cork insertion. 

The observed low-incidence of sensory 
defects in large surveys (one winery found 
an average of less than 2% defects over 
100 lots) suggests that the lion’s share of 
aroma taint forms after bottling. One 
experiment has shown conclusively that 
this process can occur, and can be pre- 
vented by the elimination of live mold on 
corks. 

2) Eliminating mold 

Elimination of mold can be accom- 
plished in several ways. Ideally, suppli- 
ers should provide corks free of mold. 
However, present industry practice does 
not provide reliably sterile corks, and 
subsequent storage at wineries can foster 
the emergence of significant mold popu- 


TECHNIK GmbH 


COMBISTAR 


Filling and closing machine 


v German Engineering 


v 50 to 90 bmp 


v Competetively priced 


Gert Transier, SMB Technik GmbH, Mannheim, Germany - For U.S. 
representation, service and parts, please contact Bob Brakesman 
2000 Summit Lake Drive, Angwin CA 94508. Tel. 707-965-2488 
or please FAX your inquiries to 707-965-228 | 


lations from small initial numbers. 

The best practice is for wineries to com- 
plete microbiological screening immedi- 
ately prior to bottling. It’s advisable to 
use a Sensitive method with a non-alco- 
holic enrichment medium, followed by 
filtration and plating. Wineries lacking 
facilities to assess mold contamination 
should use corks freshly delivered from 
suppliers who are equipped to screen 
mold. 

In doubtful cases, small wineries may 
wish to re-inject 5-gm per 1,000 corks of 
SO, gas, 24 hours prior to use. Irradiated 
corks also are available, and other 
sterilants, such as ethylene oxide, have 
promising potential. 


Alternative closures 

Several alternative closures are being 
investigated as remedies to the cork taint 
problem. The consumer associates low 
quality with traditional alternatives such 
as crown caps and ROPP closures. In 
response, attempts to borrow the roman- 
tic image of true corks with synthetic 
look-alikes are emerging in the market- 
place. In this decade, the industry will 
have to assess consumer acceptance, ma- 
chinability, long-term sealing, and affects 
on ageing of alternative closures. 

The recent discovery that TCA can form 
in the bottle has two kinds of implica- 
tions for alternative closures. First, it 
offers promise that the incidence of 
corkiness with traditional corks can be 
lowered substantially. Second, it raises a 
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question concerning the formation of TCA 
in bottles with alternative closures. Such 
closures may just as easily become con- 
taminated by mold, and may provide an 
equally suitable environment for growth 
after insertion. 

It is worth noting that present screw 
caps and crown closures present only a 
thin and extremely permeable plastic 
layer. This creates more vulnerability to 
TCA contamination from moldy card- 
board, and musty warehouse or ship- 
ping atmospheres. As a result, TCA is a 
common problem in bottled waters and 
beers, especially European imports. 
Ironically, it can be argued that the ab- 
sence of a cork is the culprit. 


Research priorities 

Wineries, cork suppliers, and univer- 
sity enology departments working 
together can expand knowledge in vital 
areas. A headspace detection system, 
employing gas chromatography for 
screening TCA in incoming containers, 
would be a boon to American cork sup- 
pliers. Further study of the development 
of aroma taint after bottling is the highest 
research priority. a 


2??? MOVING 7??? 
Please send us your new address as 
soon as possible, so that your 
_subscription won't be interrupted. 
Send to: PWV, 15 Grande Paseo, 
San Rafael, CA 94903 


PUMPS 


JABSCO e« ZAMBELLI 


flexible impeller pumps 
NICOLINI ¢ RAGAZZINI 


piston pumps « pommace pumps 


EGRETIER ¢ STRAZZARI elliptical piston pumps 
RAGAZZINI peristaltic pumps 
LADISH centrifugal pumps « rotary lobe pumps 
ARO ¢ SANDPIPER ¢ WILDEN air diaphragm pumps 
ARO ¢ GROVER air piston pumps 
MADDEN metering pumps 


machinery ¢« equipment e service 
for the wine industry since 1966 


THE COMPLEAT WINEMAKER 


955 Vintage Ave. « St. Helena CA 94574 
707-963-9681 *« FAX 707-963-7739 
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Will your packaging comply with heavy-metal statutes? 


Will your packaging meet 1993 state 
guidelines for heavy metal elements in 
New York, Maine, Connecticut, Iowa, 
Minnesota, New Hampshire, Rhode Is- 
land, Vermont, and Wisconsin? 

Packaging refers to any packaging 
component, (glass bottles, capsules, 
labels, and cartons) according to legisla- 
tion approved in New York (1990) and 
Maine (1991). The heavy metals in ques- 
tion are lead, mercury, cadmium, and 
hexavalent chromium. 


Limits on ‘heavy metals’ 

Considered a model for the above- 
mentioned states, the New York legisla- 
tion set limits of 600 parts per million 
(ppm), or 0.06% by weight, as of Jan. 1, 
1992. InJanuary 1993, the level is reduced 
to 250 ppm (0.025%),and 100 ppm (0.01%) 
in January 1994. Maine’s limits are 250 
ppm by April 1, 1993, and 100 ppm by 
April 1, 1994. 

The legislation prohibits the sale of 
packaging or packaging components that 
exceed specified toxicity levels. Such 
packaging includes inks, dyes, pigments, 
adhesives, stabilizers, or any other addi- 
tives in which heavy metals are present. 

More important, the legislation pro- 
hibits distribution of packaging or pack- 
aging components which contain inci- 
dental heavy metals in excess of the above 
limits after the specified dates. 

Many wineries have chosen alterna- 


V.A. REMOVED! 


> 


Now providing a mobile service to satisfied 
customers throughout the wine industry. 


* ATF approved. Nothing added. 


volume change. 


* Gentle action. Characteristic flavors, body 


and color are unaffected. 
¢ Discretion assured. 


- A safety net for native yeast or sulfite-free 


fermentations. 


U.S. Patent Pending, Ser. No. 07/880,659 


tive closures to tin/lead capsules consist- 
ing primarily of tin, aluminum, alumi- 
num composite, plastic heat-shrink, and 
polylaminates. Any of the above capsules 
may contain an amount of ‘heavy metals’ 
that exceeds the regulations. 


Ensure compliance 

It is only prudent that wineries doing 
business in any of the states which have 
enacted ‘heavy metals’ legislation take 
steps immediately to ensure compliance. 

Wineries should have evidence of 
compliance, prepared by a manufacturer, 
that certifys that each lot or shipment of 
packages or packaging components meet 
the standards. If packaging changes are 
made, additional testing/analysis may 
be required. Each winery should have an 
accurate analysis available, inthe event a 
spot check is made and thena state agency 
asks for proof of compliance. 

In Maine, the Dept. of Agriculture, 
Food, & Rural Resources will enforce the 
legislation and, to do so, may inspect any 
property or building, with the consent of 
the owner or agent. Any supplier who 
disregards this legislation will have com- 
mitted a civil violation, and may be fined 
up to $100 per violation. Each package or 
packaging component in violation con- 
stitutes the basis of a separate offense. 

A winery may specify a particular level 
of ‘heavy metals’ as a purchase specifica- 
tion and provide for a right of inspection 


before accepting delivery. A winery may 
want to provide for binding third-party 
inspection of ‘heavy metals’ levels. Win- 
eries should be aware that there are dif- 
ferent analysis methods for lead, and 
may want to discuss the various methods 
with commercial laboratories. ETS Test- 
ing Services in St. Helena, CA and other 
industry laboratories who have atomic 
absorption equipment can do ‘heavy 
metals’ analysis. 

The state of New York suggests 
elemental analysis SW-846 as prescribed 
by the Environmental Protection Agency. 
This is anacid digestion method followed 
by atomic absorption for lead, chromium, 
and cadmium, as outlined in Section 
7000A. Mercury may be analyzed by the 
cold-vapor atomic absorption technique, 
method #7141A. 

For further information, in New York, 
contact: New York State Dept. of Envi- 
ronmental Conservation, Div. of Solid 
Waste, Bureau of Waste Reduction and 
Recycling, tel:518/457-8829, 50 WolfRd., 
Albany, NY 12233-4015. In Maine, con- 
tact: the Maine Dept. of Agriculture, Food 
& Rural Resources, tel: 207/289-3841. 


Conclusion 

Be sure your packaging is within the 
above standards for ‘heavy metals’ ele- 
ments by the packaging deadlines 
specified above! Protect yourself with 
hard data, not vague assurances. B 
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¢ Specialty Fittings 


e Strahman Valves 
e Anderson Instruments 


¢ Rubbermaid Products 


e Tri-Clover Pumps, Valves & Fittings 


e PVC & Tygon Hose 
¢ MGT Rubber Hose 
¢ Hose Fittings 
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e Barrel and Tank Washers 


“Personalized Service” 
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GUERRILLA MARKETING 


Continued from page 36 

done, and self-restraint enough to keep 
from meddling with them while they do 
iia 

The stonecutter picks a spot on the rock 
and hammers at it, over and over. No 
meddling. The wine marketing honcho 
picks a niche and aims for it. No med- 
dling. Eventually the rock splits. Even- 
tually, the marketing goals are attained. 
It doesn’t take genius as much as it takes 
patience. 

The famed ‘Marlboro Country’ mar- 
keting campaign produced dismal results 
for Phillip Morris the first year it was 
launched. But management understood 
the value and power of commitment, so 
they stayed with the campaign. Making 
absolutely no changes over several de- 
cades, they watched as their campaign 
took hold, then soared, making Marlboro 
the number one brand in America. It 
would have been easy to abandon the 
campaign after the first few years. But 
the stonecutter’s mentality, restraint, and 
determination led to a remarkable suc- 
cess. 

There wasn’t much ho-ho-ing in the 
valley right after the Green Giant made 
his appearance. Only many years and a 
great deal of self-restraint was respon- 
sible for the brand achieving the success 
for which it is noted. Today, both the 
Marlboro man and the Green Giant are 
part of the American culture. It didn’t 
happeninstantly. Butit did happen. And 
it can happen for you if you understand 
the concept of commitment. 

Your life will be filled with anxiety if 
you expect your marketing, brilliant or 
otherwise, to produce superb results in- 
stantly. But if you give your marketing 
program the time to penetrate and moti- 
vate, to persuade and create desire, you 
will discover that it always works. Hav- 
ing a marketing program is paramount, 
and age-old techniques are the secret of 
its success. | 


Jay Conrad Levinson is the author of “Guerrilla 
Marketing”, other business books, and “The Guer- 
rilla Marketing Newsletter”. For a free catalog on 
these and other publications and services, call toll-free 
1-800-748-6444. In California, call 415/381-8361. 


BRAND NEW_ BOOK 


Viticulture, Vol-Il Practices in Australia 
27 authors cover: Grapevine propagation; 
Vineyard establishment; Pruning; Canopy 
management; Irrigation, drainage and soil 
salinity; Soil managment and frost control; 
Grapevine nutrition; Grape pests, diseases, 
vineyard protection. 


384pp-$42.50 Order from PWV-Bookshelf 


1992 EDITORIAL INDEX 


GRAPEGROWING 


Grape powdery mildew disease/control _ J/F 

History of Teleki rootstocks (5C, SO4) —_J/F 

New technology promises superior 
grapevines M/ 

Cellular phones essential to wine industry 
management M/ 

Western grapeleaf skeletonizer in Napa J/A 

Using parasitism to control WGLS_J/A 

Livermore Valley grapegrowers balance 
nature and science J/A ; 

Grapevine importation revived at FPMS S/O 

Viroids in grapevines, a threat or 
opportunity? S/O 

Frost protection in vineyards N/D 

DNA fingerprinting: What is the true identity 
of your grapes? N/D 


| WINEMAKING 


Gentle grape handling at Opus One —_J/F 
California vintners go PORTside —_J/F 
Breaking with tradition M/A 
Traditional brut sparkles in California M/J 
Successful preparation: yeast M/J 
Successful preparation: malolactic 
bacteria M/ 
Complexities of sulfite use in wine M/ 
Evolution of a Chardonnay winemaker M/J 
Preston chooses flavor over fashion J/A 
Biochemistry of yeast growth J/A 
Murphy-Goode-Ready: Growing a profitable 
brand from Sauvignon Blanc N/D 


VARIETAL REVIEW 


Achieving complexity/ageability in 
100% Cabernet Sauvignon M/A 
Valley of Zin J/A 
Semillon: Winning the singles match S/O 


MARKETING 


Strengthen your national sales efforts _J/F 

Oregon salutes marketing efforts _J/F 

Populist marketing by St. Supery —_J/F 

Enthusiasm is the hardest part 
of marketing J/F 

Gift boxes wrap up sales M/A 

Getting new customers M/A 

What makes a winery newsletter work? 
Part! M/A 

What makes a winery newsletter work? 
Part Il M/J 

Chenin Blanc on allocation? You'd better 
believe it! M/J 

Do you have credibility? M/ 

Magic words of marketing J/A 

Hammering your point home N/D 


FOOD & WINE 


Sparkling food complements M/J 

Ohio winery restaurants spur wine sales M/J 

Good food enhances consumer image on 
non-vinifera wine M/J 

Zinfully delicious J/A 


ROUNDUPS 


Equipment for grapes and juice — J/F 

Bottling equipment M/A 

Fermentation starters M/] 

Filter equipment and media S/O 

Intervitis awards for innovation S/O 
Vineyard equipment, nurseries, supplies N/D 


PACKAGING 


Sparkling wine corkstopper sanitation M/A 
Plastic heat-shrink capsule options M/A 
New capsule materials M/A 
Cork Quality Council forms J/A 
Nine wineries market-test 
copolymer corks J/A 
Label scuffing S/O 
Finding the stopper for cork 
aroma taint N/D 
Packaging and ‘heavy-metal’ statutes N/D 


WINERY DESIGN 


Landfills as an endangered species _J/F 
Analyzing the electric power bill, Part! M/A 
Analyzing the electric power bill, Part Il M/J 
Power system disturbance problems 
in the winery M/ 
Fetzer Vineyards receives PG&E energy 
efficiency award M/ 
Groundwater and wells, Part! J/A 
Groundwater and wells, Part II S/O 
Wastewater sedimentation and 
settling aids N/D 


WINE & HEALTH 


Warning: Drug and alcohol conspiracy M/ 
The good, the bad, and the drugly J/A 
Does alcohol make people chubby? S/O 


WINE LAW 


Sensate trademarks, permitted speech, 
and non-wineries _J/F 
Updates on small producer credit and grape 
contracts; Distributor Terminations M/A 
Examining new civil rights M/J 
Protecting grape growers’ payment rights J/A 
More uncertainty about price posting S/O 
Trade Secrets / Reducing credit risks in 
sales to wholesalers N/D 


FINANCE / COMPENSATION 


Fine wine needs a saavy banker _J/F 
PWV exclusive Salary Survey M/A 
Retaining people in a time of changing 
priorities M/A 
Take a new look at farm credit M/J 
Cost efficiency: Key to success S/O 
Spreading the wealth, Part! N/D 
Protecting winery assets: effective 
insurance solutions, Part! N/D 
Fraud adds to workers’ compensation 
woes N/D 
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Angels‘ Visits 

D. Darlington 

The mystery of Zinfandel. Interviews 
with Paul Draper of Ridge Winery and 
Joel Peterson of Ravenswood Winery. 
278-pp—$19.95 Order #AV-Zin 


Barolo, A study of the wines ofAlba 
Michael Garner, Paul Merritt 
288pp—$29.95 Order #6586 


Burgundy, Comprehensive Guide 
to Producers, Appellations 

and Wines 

Robert M. Parker, Jr. 


864pp—$39.95 Order #6588 


Chardonnay, Your International Guide 
Alan Young 

A comprehensive look at Chardonnay 
grapegrowing and winemaking in: 
France, North America, Canada, 
Australasia, Italy, and Spain. 
182pp—$26.95 Order #PWV-CAY 


Commonsense Book of Wine 
Leon Adams 


260pp—$7.95 Order #507 


The French Paradox and Beyond 
Lewis Perdue, Dr. Keith Marton, 
Dr. Wells Shoemaker 


288 pp—$12.95 Order #FP 


BOOKSHELF 


General Viticulture 
A.J. Winkler, Cook, Kliewer, Lider 


780pp—$42.50 Order #549 
Grape Growing 

R. Weaver 

371pp—$42.95 Order #659 


Knowing and Making Wine 
Emile Peynaud 


391 pp—$42.95 Order #898 


Lexiwine 

Paul Cadiau 

English/French wine dictionary con- 

tains over 3,500 words and phrases 

on grapegrowing and winemaking. 
9.45 Order #WD-PC 


Making Sense of Wine 
A. Young 


167pp—$19.95 Order #MSW-AY 


Methods of Must/Wine Analysis 
M.A. Amerine, C.S. Ough 
341 pp—$85.00 

#732 


Order 


Modern Winemaking 
P. Jackisch 


280pp—$26.50 Order #907 


WHY INNERSTAVE? 


money 


Refrigeration for Winemakers 
R. White, B. Adamson, B. Rankine 
96pp—$25.00 Order #PWV-RFW 


NEW! 

Sunlight into Wine 

R. Smart/ M. Robinson 

Canopy microclimate and manage- 
ment, trallis systems, How to do it. 
$35.00 Order #Sun-SR 


Table Wines, The Technology of 
Their Production 
M.A. Amerine, M.A. Joslyn 


879pp—$40.00 Order #509 
The Taste of Wine 

E. Peynaud 

258pp—$29.95 Order #940 


Tasting and Enjoying Wine 

Bryce Rankine 

Expiains how to evaluate wine for pro- 
fessionals and wine lovers 
120pp—$17.75 Order #PWV-TEW 


Vines, Grapes & Wines 
Janis Robinson 


280pp—$29.95 Order #960 


USE THE BOOK ORDER FORM ON THE POSTAGE- PAID ENVELOPE IN THIS ISSUE « Your wine books promptly shipped from one source. 


Viticulture, Vol. Il, 

Practices in Australia 

B.G. Coombe, P.R. Dry 
384pp—$42.50 Order #AIP-VIT-II 


NEW! 


_| Winegrape Grower’s Guide (Oregon) 


Oregon Winegrowers’ Association 
Viticulturists, researchers, and wine- 
makers combined their efforts into 30 
chapters. Chapters include: Selection 
of variety/site, rootstock, spacing, 
training, trellising, grapevine propaga- 
tion, fertilization, pest management, 
yield prediction, winter injury, vineyard 
economics. 

264pages $29.95 Order#PWVOWGG 


A Wine Grower's Guide 
Philip Wagner 
225pp—$19.95 Order #546 


Wine Proceedings 2000-Australia 
Proceedings of Wine 2000 Conference, 
Adelaide, Australia, August, 1989. 23 
authors on wine and health; wine in- 
dustry as a corporate entity, interactin 
with governament; grape supply is- 
sues, production economics, marketing 
distribution. 

87pp—$20.00 Order #PWV-A2000 


Wines and Winelands of France, 
“Geological Studies” 
Charles Pomeral, editor 


370pp—$45.00 Order #6599 
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= Some wineries install INNERSTAVE” to 
re-new barrel flavors 
= Others install INNERSTAVE” to re-juvenate 
flavorless tanks 
= Every winery using INNERSTAVE" is saving 


If you're interested in improving oak flavors in 
your wine and saving 75% of the cost of barrels, 
call INNERSTAVE” (707) 996-8781 


Cooperage 


Premium Quality Wine Barrels 

French Oak and American Oak 

Independent Stave is a third-generation cooperage. Total commitment to our cus- 
tomers’ satisfaction has made us the largest barrel producer in the world. 

e We offer: 

e French oak and American oak of the finest quality. 

e Shaping and toasting over an open oak wood fire. 

e Selection of grain coarseness and toast levels. 

e 200 and 225 liter barrel capacity. 


Check our cooperage rates and find out how much money you can save! 
Let Independent Stave fill your French oak and American oak wine barrel needs. 


Independent Stave Company 


1078 S. Jefferson, PO Box 104, Lebanon, MO 65536 © 417/588-4151 
4391 Broadway Dr., American Canyon, CA 94589 © 707/644-2530 
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THE A Powerful Newsletter That Is 
Guaranteed to Increase Profits 


with Low-Cost Marketing 


e A combination of strategies, tactics, news and insights designed to 
give you that important competitive edge. 

e So potent and proven in action that this bi-monthly newsletter is 
fully guaranteed. First year subscription — $49. 

© Just one idea in one issue can produce enough profits to cover a 


10-year subscription. 
To subscribe or for a free detailed brochure, call or write: 


GUERRILLA MARKETING INTERNATIONAL 
260 Cascade Drive, PO. Box 1336 
Mill Valley, California 94942 USA 
Toll-free 1-800-748-6444 


The Guerrilla Marketing 
Newsletter — It’s tough to 
succeed in marketing without it! 


| DON’T MAKE WINE WITHOUT IT! | 


stop to wicking and requires no 
pretreatment. Easy to place 
and remove, the Boswell bung 
provides extra protection for 
your valuable barrels. The 
Boswell bung. Cost efficient. 
Pure and simple. 


Replacing your wooden 
bungs this year? Fabricated 
from high grade silicone. 
the Boswell bung easily 
outperforms its fir and 
redwood ancestors. 

The Boswell bung puts a 


For more information contact The Boswell Company 
1000 Fourth St., Suite 540, San Rafael, CA 94901 
(415) 457-3955 © Fax (415) 457-0304 
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WINE BOTTLES BOUGHT & SOLD 
GLASS STERILIZATION 
NEW CARTONS & DIVIDERS 


ENCORE! 
(510) 234-5670 


860 So. 19th Street, Richmond, CA 94804 


5 860 So. 19th Street, Richmond, CA 94804 (510) 234-5670 


-ACE _ 


999 3rd Ave., Suite #2675 
Seattle, WA 98104 
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Problems in the Bottle? 


DON'T DUMP IT: DECANT IT! 
Every day, thousands of gallons of premium California wine are 
reclaimed from the bottle for various reasons. Current methods are 
costly, inefficient, and invariably damage the wine. 


¢ EFFICIENT ¢ ECONOMICAL 
¢ CONFIDENTIAL 
*QUALITY ORIENTED © 


FOR MORE INFORMATION CALL: 


DECANTER/ENCORE! 


CE GALES CON Str 


Licensed Businesses 
Packaged Goods Distribution 
Trademark Protection 
Trade Regulation and Antitrust 
Regulatory Agency Matters 


Serving Wineries Large and Small Since 1971 


CORBIN HOUCHINS 


Professional Service Corporation 


Telephone (206) 343-9597 
In Northern CA (707) 224-1536 


Engineering 


Winery Water & Wastewater Planning, 
Design & Construction Management Services 
Engineering specialties include wastewater recycling and system expansions. 


Over 30 years experience in the design of water, wastewater, wastewater solids 
and utilities systems. Domestic and overseas experience with wineries producing 
table wines and sparkling wines with production capacities from 5,000 to 
2,000,000 cases. 


Excellent in-house database on process water use of all sizes of wineries. Obtain 
your utility design services from someone who knows the wine industry. 


Storm Engineering 


15 Main Street — PO Box 681, Winters, CA 95694 
916/795-3506 


Wine East 


Keep up-to-date with the grape and wine 
industry in Eastern North America! 


With more than 525 wineries and more than 80 percent of the U.S. 
Senate located between the Rocky Mountains and the Atlantic Coast, 
wine professionals and alert consumers are discovering the importance 
of keeping informed about this rapidly expanding wine region. 
Published bi-monthly, Wine East contains in-depth features on wine- 
making, grape growing and marketing; research updates, news events; 
and a responsible editorial viewpoint on political and social issues 
related to the wine industry. 


Subscription rate: $18.00 for one year ($26.00 in Canada and overseas, 


payable in U.S. funds). Sample copy free upon request. 
L & H Photojournalism 
620 North Pine Street 


Lancaster, PA 17603 Eastern Wine Publications 
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FOR SALE: 200 two-year-old red wine 
barrels. Authentic Seguin Moreau French 
oak from Allier and Nevers, medium toast. 
For delivery in December F.O.B. San Diego, 
CA @$180 each. Can be inspected at Monte 
Xanic Winery in Ensenada, Baja California. 
Contact: Tomas Fernandez, tel: (011) 526/ 


CLASSIFIED ADS 


678-3146; fax: (011) 526/674-0028; mail: 3040 


E.Beyer, Box#1, San Ysidro, CA 92173. 


PREMIUM OREGON VINEYARDS + 
WINERIES: 47 acres with 18-acre vineyard 
(Chardonnay, Pinot Noir, Sauvignon Blanc, 
Cabernet), large farmhouse and creek — 
$437,500. A 50% interest in the estate win- 
ery is negotiable. *** 32 acres with 15-acre 
vineyard (Pinot Noir, Chardonnay, Caber- 
net), river frontage, custom 3-bedroom 


home and a shop designed to become a 


winery — $475,000 *** 10,000-case WIN- 
ERY, confidential inquiries. *** Several 
smaller vineyards with nice homes and 
several parcels of bare land with excellent 
vineyard potential. Call McPheeter’s Re- 


alty, 800/888-7909. 


707/963-5705. 


Bottling at Your Winery — Guaranteed 
Sterile Bottling. Front and back label capability. 
Quality, professional handling of your wines. 
Separate labeling only service available. For 
additional information, contact Don Hudson, 
Chateau Bottlers, tel: 707/963-2323, fax: 707/ 
963-2338, PO Box 368, Oakville, CA 94562. 


FOR SALE: Custom Glycol Chiller from 12- 
ton to 100 tons and late model 2° Glycol staged 
chillers at 1!4,3, 10,20,and 30tons. Air module 
30 tons-staged in 3-10s. Auto economizer kits 
consisting of 2 air dampers, 20"x20", mixed air 
sensor, potentiometer, damper motor, trans- 
former. New in box $350 (wholesale $700). Call 
ADVANCED-AERO VAC TECH 707/996- 
6565, HVAC, Refrig. Eng. #515690. 


ESTATE BOTTLING—Portable Wine 
Bottling at Your Winery, Owner Operated— 
Quality Service—Sterile Bottling 2-label Ca- 
pacity—1,500 cs/day—Generator on truck. 
Contact: PO Box 338, Rutherford, CA 94573, 


0304. 


BULLDOG PUP — quality design of this 
stainless steel racking wand allows you to 
move wine gently using nitrogen pressure. 
Winemakers love the PUP for racking and / 
or topping. For information, call the Boswell 
Company 415/457-3955 or Fax 415/457- 


Signature Mobile Bottling: Sterile bot- 
tling with inverted rinser, de-aeration and 
gasinjection station (GAI), pure gravity filler, 
vacuum corker, spinner, front and back full 
glue labeler. Call for scheduling now: 800/ 
228-0664. 


BARREL STIRRING RODS available. 
Stop using P.V.C., wood dowels, power 
drills, etc.! Our stainless steel mixing de- 
vice is hand-operated — fast, effective, and 
non-oxygenative. $135 -$170. Call Boswell 
Company: 415/457-3955. 


AVAILABLE: 3-ring PWV binders for 
$5.00 each plus 7.25% sales tax (in Califor- 
nia) plus $4.00 shipping per order. 
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A close look at the latest 
in selec 


Now the tradition of cork processing has taken a major step forward. The Portocork 
research group has developed a totally new concept that we call Nova? The Nova” 
technology establishes a new standard in the relationship between wine and uke by 
responding to today's growing concern regarding cork taint. == 


Nova® is produced without chlorine and uses a revolutionary deep 
cleaning process that extracts contaminates known to contribute 
to off-flavors. Nova®also substantially reduces cork dust. SS | 
We invite you to compare the benefits of Nova,’ up close! . 

: : fp Portocork, Inc.’ 


Call fp Portocork today for samples. (707) 258-3930 601 Airpark Road Napa, GA-94568 


